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JEALOUSY AMONG OFFICIALS. 


Ir is true with insurance companies, as in 
other lines of business, that very frequently 
jealousy in high places impedes the progress of 
the institution. On the stage the star desires to 
shine as the very brightest in the firmament, 
and two stars usually lead to a collision and 
thus upset the laws of natural gravitation. An 
official of a company often wishes to be the 
one bright particular star and grows restless 
when his light is dimmed to some extent by 
another star that shines in an office near to his. 
The great companies have become great when 
jealousy has not played a part. The head of 
such corporations has recognized the fact that 
two or three stars give more light than one. 
He has not discouraged his associates to hide 
their lights under a bushel. 

Henry B. Hype, the large-brained founder 
of the Eourraste Lire, never wanted “cheap” 
men in the important departments of his com- 
pany. Price did not enter into discussion 
when he felt the need of a competent man. 
Around him were associates of the highest or- 
der of mental ability. His star shone just as 
before. It never waned. The combined light 
of that bright star and others made the 
Eguitas_e the wonderful institution it is to- 
day. President Hype was big enough to cast 
aside jealousy and look at the future of his 
company. Little men in official positions who 
are moved by jealousy revolve in a narrow 
orbit and lose sight of the highest good of the 
companies they are supposed to serve. 





Tue World’s Fair management has agreed 
to entertain fire insurance managers and of- 
ficials on March 22. A stupendous job is 
thus undertaken. 


Suertock Hotmes seems to be the principal 
character on Chicago’s La Salle street. 


NOT A CRIMINAL BUT A WEAKLING. 


Tue rebater in life insurance is one who 
falls a little short. He is one who just fails 
of Yegitimate accomplishment by a narrow 
margin. Comparatively few men rebate with 
malice aforethought. ‘They do it because they 
are not quite strong enough to close business 
without doing it. They are the weaklings of 
the business. Most men would rather get a 
full commission than part of one. They could 
use the money. But when it comes to the 
scratch, when it is one man’s will against 
another’s, the weak man gets panicky and, 
fearing he is going to lose, bribes the other. 
To be sure, he is a criminal under the laws of 
many States; but, if the punishment were in- 
carceration, he ought to be sent to an institu- 
tion for the feeble minded rather than to the 
penitentiary. It may not be altogether his 
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fault that he is not a complete man. Nature 
may have been unkind in making him a crip- 
ple, not in body but in intellect. Had nature 
been more generous to him he might be get- 
ting full commissions like other stronger men. 


Fires are few in Chicago, so few indeed that 
an inspector of the local board lighted a 
match in a photograph gallery, causing a heavy 
loss to the occupant and _ tenants adjacent. 
Companies own employes can add to the fire 
waste. 


Ir all the threats made against the CHicaco 
UNDERWRITERS ASSOCIATION were carried into 
effect there would not be a vestige of La 
Salle street left. 


It has been suggested that the new Western 
Sprinklered Risk Association will approve 
nothing but dry pipe systems, through defer- 
ence to President Wuirtiock’s’ well-known 
political views in opposition to things wet. 


INFLUENCE OF AGENCY BALANCES. 


UNFORTUNATELY it seems to be the practice 
of some fire companies to underwrite accord- 
ing to the status of their agency balances. It 
is found, for example, that agents that remit 
promptly do not receive the favors from some 
companies that are given others who are far 
behind in their accounts. An agent with an 
arrearage apparently has a firm hold on some 
companies, because they fear to jeopardize 
the balance due by antagonizing the agent. 
He demands accommodations and gets them. 
He cracks the whip and the companies all in 
line. 

This leads to the thought that many of the 
companies are negligent in this matter of 
balances. There is no active co-operation. 
An agent gets behind with one company and 
the supplies are lifted only to have another 
eagerly fall into the berth. The Pacific Coast 
plan of companies all pulling out of an office 
after an agent gets far behind, unless there 
are extenuating conditions, and keeping out, 
is a good one. The system of indifference 
to balances and the extension of long credits, 
unless properly protected, leads to embarrass- 
ment and possible loss. 


ATLAS FAILURE CATCHES MANY. 


The failure of the Atlas Mutual Fire of 
Boston, due to the Baltimore fire, will catch 
a number of policyholders in the West who 
took the company as a surplus liner. Its 
policies have been regarded as good indem- 
nity, but the Baltimore fire crippled the com- 
pany. 





TO PASS ON “‘F, P.’’ SYSTEM. 


The “F, P.” ‘lighting system, manufactured 
by the Incandescent Light & Stove Company 
of Cincinnati, will now likely have its ma- 
chine investigated by the Underwriters Labor- 
atories of Chicago. Owing to some persona! 
differences this system has not been passed 
upon by the experts, and hence a controversy 
arose between the insurance companies belong- 
ing to the Union and the lighting people as to 
the merits of the machine. However, the ex- 
tra charge for the system was eliminated some 
time ago. 





CLAINS IT IS A WILDCAT, 


Commissioner Host of Wisconsin has is- 
sued a warning against the Commonwealth 
Insurance Company of Atlanta, Ga. It is not 
licensed in Wisconsin and the Georgia de- 
partment informs Mr. Host that it has no 
standing in that State. On its advertising mat- 
ter appears in red ink, “We are licensed by the 
insurance department.” James Watson & 
Co., 195 La Salle street, Chicago, appear as 
the general western agents. 





We make the finest policy labels. 
$ Our special agents’ office loss register, $5 and 
7. S 
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TOPEKA FEARS AN INSURANCE FAMINE 





Owners of Large Properties Are Already Find- 
ing It Impossible to Get Enough Insur- 
ance and Situation Grows Worse. 





The insurance situation at Topeka is get- 
ting serious. Following the Parkhurst-Davis 
fire the merchants became alarmed over the 
poor fire protection and commenced to in- 
crease their insurance. Most of the companies 
have instructed their agents not to write any 
more new business, and some are cutting down 
the lines they already have. Merchants 
are beginning to feel the pangs of an insur- 
ance famine. The mayor has done some 
talking about the organization of a mutual, 
but practical insurance men are expressing 
themselves to the effect that that proposition 
is bosh. A mutual could carry but a few 
thousand dollars on each risk and would not 
help out the situation materially, and besides 
the people of the city would merely have to 
pay the freight if there should be a big fire 
that scorched the mutual. Business men see 
that the city must improve its fire protection. 
There is nothing else for it, and no amount 
of grumbling about the “insurance trust” is 
bringing any relief, 





TRAVELERS RECOVERS ITS PYE. 


J. William Hampden Pye has been appointed 
auditor of the Travelers. He was holding this 
position previous to about a year ago, when 
he became manager of the Union Casualty & 
Surety at the time of its reorganization. Now, 
after the reinsurance of the Union, he goes 
back to Hartford. 





WiLDCAT TAKES A BABOON. 


The Wisconsin Insurance Agency Com- 
pany, a concern handling wildcat companies 
and sub-marine Lloyds, which hails both from 
Kenosha, Wis., and Chicago, announces that 
it has written $25,000 on the educated baboon, 
“Major Kelley,” owned by a New York ani- 
mal trainer. Its life is insured by the “wild- 
cat” aggregation, and so long as the baboon 
remains alive the policy will protect it. When 
the baboon expires, the “wildcat” will seek 
its lair and show its teeth. 





CHICAGO BOARD WILL MEET. 


The Chicago Underwriters’ Association will 
hold a meeting to-day to discuss the general 
situation in the city. Last night the time ex- 
pired for the Milwaukee Mechanics to with- 
draw its letter to the board in which it an- 
nounced that it would not be bound by com- 
mission rules. It is therefore a non-board 
company in Chicago and other companies are 
privileged to take up its policies. No active 
warfare, however, is likely. The separator 
will probably be applied to suburban agencies 
and the company forced out of these offices. 





COMMITTEE VisiTS MILWALKEB. 


A committee from the Western Factory As- 
sociation headed by President G. W. Blos- 
som, visited Milwaukee this week for the pur- 
pose of ascertaining how the association could 
extend its operations in that city. ‘There are 
several sprinklered risks that the association 
feels it can handle to the advantage of the 
local agents. 





DULUTH ELECTRICAL ORDINANCE. 


Insurance companies are opposing the new 
electrical ordinance introduced in the Duluth 
city council. It is claimed that it is harmful 
to insurance interests and the present one is 
preferable. 





WILL SOON HAVE AN EXPERT. 


The Western Sprinklered Risk Association 
will soon employ an expert to take charge of 
its work, who will put the bureau in shape 
to compete for equipped lines. The members 
say they are willing to spend $2,500 a year 
each to get the association started. The 
movement on part of Ohio field men of non- 
union companies to form an organization to 
handle protected business in that State to bet- 
ter advantage will likely be merged in the 
Chicago association. 





We carry all kinds of policy files to present 
your customers. 











THE WESTERN UNDERWRITER. 


March 17. 1904. 








PROPOSED RATE ADVANCE. 


GENERAL INCREASE IS UNDESIRABLE. 








Individual Protection for Hazardous Risks 
Should be Required by Law in Order 
to Reduce Danger of Conflagration. 





Chicago, March 15.—To the Editor :—As to 
proposed advance in rates, there will probably 
be no dissent from the proposition that per- 
manent safeguards against conflagration will 
be of much larger value to the companies 
(and of more benefit to the public) than the 
comparatively small amount of money which 
could be collected from such an advance in 
rates as it is now possible to make. 

The conflagration districts of our large cit- 
ies have been rerated under a specially pre- 
pared schedule, which met with considerable 
opposition at the time it was introduced, and 
yet it is certain this schedule is defective in 
its area charges and does not produce an ade- 
quate rate in the case of many large area risks, 
or in cases where stocks are of a delicate na- 
ture and easily damaged by smoke and water. 
A general conflagration charge in congested 
districts would inevitably advance many of 
the smaller and better risks out of all pro- 
portion to added charges as imposed on those 
really dangerous from a conflagration stand- 
point. 


Inadequate Protection Against Conflagrations. 


The Chicago and Boston conflagrations are 
ancient history and principally referred to for 
advertising purposes, but extensive fires in 
modern cities should convince us that pres- 
ent means of protection against conflagrations 
are wholly inadequate. Fire protection in 
large cities has not kept pace with changed 
conditions under which mercantile business is 
now transacted. With the exception of Bos- 
ton and Philadelphia, where high pressure 
water systems have been installed, the fire ex- 
tinguishing apparatus used by the ordinary 
city department in 1904 is the same as in 1884. 
In certain cases fire boats have been provided, 
and yet, of all the cities around the lakes, 
Milwaukee alone has taken advantage of its 
location to install a complete system of fire- 
boat mains, permitting the use of heavy boat 
streams at a distance from the river. 


Development of ‘‘Conflagration Breeders.’’ 


Twenty years ago buildings over six stor- 
ies high, or buildings of over fifty feet front, 
were exceptions in any of our cities, but the 
increased value of ground and modern busi- 
ness conditions have brought about buildings 
of greater height, greater area, and has caused 
the introduction of the department store to 
replace those dealing in certain lines only. 
The continued erection of high buildings has 
simply made our streets into tunnels, and in 
many cities storage of merchandise ‘above a 
point which could possibly be reached by its 
fire apparatus is permitted. 

The average department store, with its dis- 
play stock, well holes, skylights, etc., is sim- 
ply four walls built around a pile of inflam- 
mable material, and one or more of such risks 
is found to-day in every town of any preten- 
sions in the country. Increasing height and 
area make fire in any one uncontrollable ex- 
cept from the inside and in its early stages. 
While the so-called department store has 
borne alone the burden of this complaint and 
often been referred to as a “conflagration 
breeder,” the erection of large buildings gen- 
erally in our business centers without provid- 
ing individual protection for such risks has 
so increased that any of our cities at the 
present time is subject to danger from fires 
which under the conditions of 1884 might have 
been confined to the buildings in which they 
originated. 


Individual Treatment of Hazardous Risks. 


Apparently the only safety in our modern 
cities is to so treat these risks from an indi- 
vidual standpoint as to prevent a fire in any 
one from assuming large proportions. There 
is no western city whose financial condition 
at the present time will insure the insula- 
tion of a high-pressure system, such as 
Boston now possesses, but. either through 
advances in rates or a material reduction 
in lines, these so-called “conflagration 
breeders” should be required to adopt in- 
dividual protection which the city can never 





furnish. As a fire in such a risk needs to 
be controlled from the inside and in its in- 
cipiency, automatic sprinklers apparently fur- 
nish the only reliable means of affording such 
protection. 


Sprinklers Only Partially Effective. 


It is customary in this city to consider that 
the fireproof office buildings might break a 
fire, but the experience at Baltimore hardly 
justifies this view of the case. It is under- 
stood there that the frames of such buildings 
are intact, but the interior entirely gone. If 
a building of similar construction were filled 
with inflammable merchandise it is easy to 
see that it would not even offer a temporary 
check to a conflagration. In Boston, where 
sprinkler systems are connected to the high 
pressure supply, it is reasonable to suppose, 
from past experience, a sprinklered building 
might act as a fire stop. It is not reasonable 
to so suppose in Chicago, for the reason that 
our sprinklered risks, though numerous, usu- 
ally have tank supplies only, which under 
pressure would soon be exhausted and the 
steamer connections could not be relied upon 
during a conflagration. In order that such 
a risk may check a fire from the outside a 
long sustained pressure and an ample supply 
of water is necessary, and that is certainly 
missing here, as in many other western cities. 
In other towns the sprinkler systems are con- 
nected with the city water, nocwithstanding 
the fact that pressure is normally low, but 
in Chicago no such connections are allowed 
or made. 

Individual Protection Should Be Required. 

No new buildings should be erected and no 
old one should be occupied for certain pur- 
poses without invoking the police power of the 
city to require individual protection, which 
will, as far as is possible, prevent the spread 
ing of fire originating on the premises. The 
inherent carelessness of our people, climatic 
conditions, extremes of temperature being 
common, lack of enforcement of building or- 
dinances, etc., can only be considered as in- 
viting a repetition of the Baltimore disaster 
and involving in all probability great loss of 
life as well as of property. Any advance in 
rates should consider these so-called “con- 
flagration breeders,” whether known as de- 
partment stores or otherwise, as fit subjects 
for such advances as will result in the adop- 
tion of that measure of individual protection 
which will render them harmless or convert 
them into “conflagration breakers” “ae 


Report of the Special Committee. 

The committee of twenty of the National 
board met this week and acted upon the re- 
port of the sub-committee of seven. Material 
changes were made in the original resolutions 
of the committee of twenty. These resolu- 
tions as revised read 

They shall define the boundaries of the 
congested districts of cities in this country 
by expert opinion and shall determine the 
relative danger of conflagrations in said dis- 
tricts by reason of defective fire department, 
water supply, or building construction. 

They shall report to this committee at 
the earliest possible date and from time to 
time such action as in their judgment is de- 
sirable for this full committee to consider. 


To Prepare Congested Area Schedule. 

3. This sub-committee shall at the earliest 
possible date prepare a schedule, to be known 
as the congested district schedule, applicable 
to such congested districts, making uniform 
charges for area, height of buildings, as well 
as for vertical openings through floors, roof, 
open stairways, and lack of standard fire 
shutters. When completed a report shall be 
made to this committee for its approval. 

4. A sub-committee shall have authority to 
cmploy such assistants as it may require for 
the prompt and efficient discharge of its du- 
ties, 

5. Resolved, That the committee of twenty 
report to the executive committee of the Na- 
tional board a request for an appropriation 
for the expenses of the work contemplated. 

Arrangements for an Asses:ment. 

A sub-committee of seven has asked the ex- 
ecutive committee of the National board for 
an appropriation by assessment for carrying 
on the work, and the committee of seven took 
measures to proceed under the resolutions 
adopted by the committee of twenty. 

Immediately after the session of the com- 





mittee of twenty the execuive committee held 
a meeting and adopted a resolution calling 
for the assessment of premiums of members 
of 1903 of 1-15 of 1 per cent to provide the 
necessary funds. 





OBJECTS TO THE HOLD-UP METHODS. 





Insurance Company Official Calls Attention to 
the Raids of Some of the Departments 
for Plunder. 





The secretary of a large insurance company 
protesting, as most insurance men do, against 
the hold-up methods of some insurance de- 
partments in making frequent, perfunctory and 
unnecessary examinations of insurance com- 
panies at their expense, said: 

“When a department makes the valuation of 
our policies, ascertains our liabilities by so 
doing and is paid for it, and knows we have 
on deposit with the department securities 
(which it has examined) to the value of thou- 
sands of dollars more than our liabilities, why 
should we be raided for a few more hundred 
dollars for checking up our books every year? 
Is it not better to adopt the plan of States like 
New York to make a thorough examination 
every three or five years, inquiring into the 
security behind our loans, etc.? The checking 
up of an insurance company’s books, which 
these yearly examinations consist of, is not 
an investigation of a company’s affairs, but 
merely a verification of the bookkeeping. In- 
surance companies understand well the real 
motive for such examination. Some examiners 
spend three or four days over the books of 
a big company; others spend three or four 
hours. Take the case of two representatives 
of a far western State, who probably wanted 
to make a trip East—at, the expense of in- 
surance companies. When they landed at our 
office in the East they were asked, soon after 
their arrival, what their bill would be. Their 
answer was $300. It was paid in advance. 
They made a few general inquiries about the 
company and departed. They had been there 
less than an hour.” 





SUMMIT OF ELOQUENCE IS ATTAINED. 


Grand Regent Frank L. De Witt of the 
Illinois Royal Arcanum expatiates thus elo- 
quently on the glories of the order: 

“There are upward of sixty subordinate 
councils of the order in the city of Chicago, 
the open sesame to whose doors is social re- 
spectability, morality and physical health. 
Once received within their fraternal portals 
the widespread egis of this humanitarian phil- 
anthropy is ever unfolded for the protec- 
tion of the bereaved and the distressed. The 
mission of the order is to uplift and support 
in time of greatest need. Its ideal is to unite 
into one great brotherhood all lovers of the 
the home, through whose combined, though in- 
dividually minute, contributions the bounty of 
the order may flow in golden streams for the 
relief of the widowed and fatherless. Thus 
far Divine Providence has smiled upon and 
blessed its every effort.” 





BRINGS UP TIMELY SUBJECT. 


The Policyholders Union of Chicago in ad- 
vising its subscribers to have an endorsement 
on their policies to the effect that the word 
“noon” means standard time at the point of 
location of the property is a wise one. In 
some instances it may work to the detriment 
of the policyholders, but as the question has 
arisen in the courts it would seem that some 
uniform and definite action is necessary. In 
case of surplus line insurance, this feature is 

vital, inasmuch as most of the excess insur- 
ance is passed upon in the East. The ques- 
tion might arise as to the time this insurance 
took effect. Commissioner Dearth of Min- 
nesota has ruled that solar time shall be taken 
unless the policy otherwise positively provides. 
Several courts have held that standard time 
is the proper time. ‘lhe confusion is grow- 
ing worse and uniform action is needed. 
Some of the mutuals have provided in their 
policies that standard time shall govern. 





J. B. Roddick & Co. get the Chicago agency 
of the Armenia, which will now do an agency 
business there. The firm secures the Rich- 
mond Fire for surplus lines. 
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DISCUSSES LOCAL CONDITIONS 


MILWAUKEE HAS ITS OWN TROUBLES. 


A Subscriber Writes on Affairs There and 
Points Out Some of the Abuses 
Existing at Present. 


To the Editor:—I have read with a great 
deal of interest the articles in recent issues of 
THe’ WESTERN UNDERWRITER describing con- 
ditions existing in Detroit and Chicago insur- 
ance circles. Judging from what you have 
published, it would seem that very similar 
evils exist in the two cities, and some of the 
aspects of the trouble are with us in Milwau- 
kee. ¥ 

Milwaukee is very fortunate in having a 
strong local board that probably does as much 
for correct practices in underwriting as any 
of its size in the country. It claims as mem- 
bers all the agencies representing stock fire 
insurance companies, including the five local 
companies, viz.: Milwaukee Mechanics, Mil- 
waukee Fire, Northwestern National, Con- 
cordia and United American; also several 
special agents that write policies for their com- 
panies. 

The by-laws of the organization have re- 
cently been revised and, if lived up to, would 
certainly make good agents of us all, but, as 
someone recently remarked, the insurance 
agent is like the proverbial Indian—good only 
when dead. But I do not want to theorize 
but to try to give an idea of some existing 
conditions. 

Preferred Classes Cause of Trouble. 

We are having very little trouble in regard 
to rates, and a cut rate is very seldom brought 
to light, but commissions on preferred busi- 
ness and the solicitor question seem to be at 
the bottom of most of the difficulties that 
arise. Of course, “preferred” classes of risks 
give rise to high commissions and intense com- 
petition results, the agents fighting for the 
business because it pays large commissions, 
and the companies offering special inducements 
and urging the agents on in the contest be- 
cause they consider the business profitable 
even at a high expense ratio. When commis- 
sions of from 30 per cent to 40 per cent are 
paid to agenis and solicitors, the temptation 
to “divide” with the insured, in order to 
secure a line, is very great and not always 
resisted. 

Rebating is one of the greatest evils in the 
business as well as the most difficult to detect 
and punish. I do not want to convey the 
impression that rebating is generally prac- 
ticed here, but that more of it is done than 
should be is very plain to anyone actively 
engaged in trying to secure new business. 
Next to rebating, comes the more general 
practice of paying commissions to unauthor- 
ized solicitors, brokers, real estate dealers, loan 
agents, life insurance agents, etc. Until re- 
cently each agency or company was restricted 
to one solicitor for each $10,000 of premiums 
written, but as the rule was difficult to en- 
force, because of the advantage it gave the 
larger agencies and because the local com- 
panies would not be bound by it anyway, it 
was repealed. 

Number of Sol'citors not Limited. 

The new rule does not restrict the number 
of solicitors allowed, but requires a much 
larger initiation fee and forfeit deposit. The 
result is that a person controlling a small 
amount of business finds it easier to locate 
some agent, local company or salaried mana- 
ger who will pay a good commission than to 
put up the cash necessary to become a regular 
solicitor. 

Under the rules, a solicitor or broker is re- 
quired to place all his business through the 
agency to which he is accredited, but he often 
finds temptation too strong when a local com- 
pany offers 40 per cent commission for busi- 
ness that he can get only 25 per cent for from 
his own agency. The same question of com- 
mission arises on good mercantile business. 

An agent for the ordinary union company 
simply can't get new preferred business so 
long as every real estate man and loan broker 
is offered more for business than the legiti- 
mate agent is paid by his company. 

Some companies have salaried managers, and 
even some union companies are paying excess 

(Continued to page 78.) 


AS SEEN FROM CHICAGO. 








BURNING MUCH RED LIGHT. 


Chicago Underwriters 
topics on La Salle street. 


tion is powerless to control commissions. 
wants only a tariff organization. 


bound by commission rules. The 


position. 


is enforced remains to be seen. 


ing general adverse criticism. 


sistent and should either go out or come in. 


by the rules. 


insurance columns of the daily press, 
vast desert. 


looking wise and wearing an 


phone wire is always sizzling. 
at + 
APPOINTiING SECOND AGENCIES. 


plan of appointing second agencies. 


action has been taken. 


question. 
++ at 
“LOTZ & SCHWARTZ AT THE HELM. 


The Westchester has placed Fred W. Lotz 
cepartment as managers. 
former western manager, 
as secretary of the company, 
branch has been conducted by 
assistant secretary, and Mr. 
perintendent. 
up in the Westchester office, 
nacular, have “made good.” 


the 


and, 


terests. 
++ ++ 
CO-OPERATE ON INSPECTIONS. 


which is now 
non-union companies, 
considerable success. It 


of Chicago, 
the smaller 
with has now 
gaged in due seasaon. The plan is to send in- 
spectors to cities where the companies 
the need of reports. All the members fur- 


in these cities. The expense of securing these 
inspections is therefore considerably reduced 
by this means of co-operation. 


++ ++ 
BUSINESS OF SALARIED OFFICES. 


should go to these offices. 


in bidding for brokerage business 





yolume of premiums, Brokers naturally do 


The controversy over the Milwaukee Me- 
chanics and the work of the sleuths of the 
Association are live 
President Jones of 
the Milwaukee Mechanics shys his castor into 
the arena and declares the Chicago associa- 
He 
Further- 
more, the Milwaukee official asserts that his 
company has not resigned from the Chicago 
body, despite its notice that it will not be 
executive 
committee has ruled that the letter ipso facto 
is a resignation and intends to stand by its 
Whether the Milwaukee Mechanics 
will attempt to make trouble, if non-intercourse 
The latest at- 
titude of the company in announcing that its 
letter cannot be ruled as a resignation is caus- 
Even its sym- 
pathizers declare that the company is incon- 


It is rather perplexing for some to calculate 
how an agent can be a member of an associa- 
tion and yet give notice he will not be bound 


The wild talk of conspiracy suits from two 
or three quarters is looked upon as a gallery 
play, in which little credence can be placed. 
The local agitation has served to enliven or 
an 
doubtless has come as an oasis in an otherwise 
Secretary Trimingham still bobs 
around like a butterfly about a mud puddle, 
impenetrable 
mask of mystery and secrecy. The path be- 
tween President Teall’s office and that of the 
local board is kept well trodden and the tele- 


In some of the larger points in the West it 
is noticed that companies are developing the 
Several 
cases have come to light recently where such 
This is due largely to 
the desire to get more preferred premiums or 
to take the business of a reinsured company. 
In some cases an agent is in doubt as to the 
future of some company and desires to sup- 
plant it with one regarding which there is no 


and S. Schwartz at the head of its western 
Since M. O. Brown, 
went to New York 
western 
Mr. Lotz, as 
Schwartz, as su- 
Both young men have grown 
in the ver- 
They are safe 
men to guide the Westchester’s western in- 


The National Map & Inspection Company 
used by some of 
is meeting 
two 
inspectors and one or two more will be en- 


feel 


nish the inspectors the namaes of their risks 


There has been considerable talk during 
the agitation for reforms in the Chicago Un- 
derwriters Association, as to the strength of 
the salaried offices. Some companies seem to 
think that despite the influence and prestige 
of these managers a large amount of business 
The truth is that 
a salaried office occupies a peculiar position 
and re- 
quires a good man back of it to attract a 





not go to salaried offices unless there are 
special accommodations made for them. The 
usual salaried office desires the best business 
of the broker and turns down his other busi- 
ness. The broker usually seeks the offices 
which can handle most of his business and 
will take the bulk of what he offers.. In deal- 
ing with a salaried office. a broker has only 
the one company in which to place his busi- 
ness. He, therefore, goes to offices which 
have a larger capacity, thus saving him time 
in placing his business. However, some of 
the salaried managers are popular men and 
by the force of their personality and work 
are able to swing a good business to their 
offices. Others are not able to do this and 
their companies think they are not getting 
the business to which they are entitled. 
++ ++ 
INSURANCE ON ANIMALS. 

Weak Lloyds and wildeats are about the 
only class of companies that now write ani- 
mals that are attached to show or are used 
mals that are attached to shows or are used 
mals are very valuable and a high price is 
set on each. Some of the stock companies 
insure lower priced animals, but have never 
regarded the high-priced ones as good risks. 
The usual rate on animals for loss against 
fire is 3 per cent. Requests have come from 
time to time to the wildcats to insure an ani- 
mal against death of any kind. The rate on a 
risk of this kind is 5 per cent. Most of this 


animal business comes through New York 
brokers. 
++ ++ 
INTEREST IN NEW COMPANY. 
The announcement that the New York 
Plate Glass financial interests are soon to 
launch their new fire insurance company is 


creating considerable interest. Max Danziger, 
the president of the New York Plate, has 
made a great success of that company, espe- 
‘cially as it writes only a single line of busi- 
ness. It is the intention of the management 
to operate the new fire company in conjunc- 
tion with the New York Plate Glass and 
largely through the same corps of agents, the 
leading agent in the State being made the 
state agent. The recent conflagrations will not 
deter the capitalists from making their in- 
vestment and going ahead with the company. 

The new company will write the better 
classes of business, and will begin writing 
preferred business from the start. It will have 
$200,000 capital and $300,000 surplus. 

++ ae 
NO BALTIMORE LOSSES. 

The ubiquitous Mercantile Fire of Chicago, 
capital $150,000 (?) wildcat and submarine 
concern, announces with pride: “We had no 
losses in the Baltimore fire.” What a superb 
guaranty is this! But think of its unpaid 
losses eleswhere. How many attorneys and 
claimants have endeavored to squeeze blood 
out of this turnip! It allows agents 25 per 
cent in commissions. How much does it al- 
low the assured in case of loss? 


UNION OF PHILADELPHIA REORGAN.ZED. 


The Union of Philadelphia, which was im- 
paired by the Baltimore fire, has reorganized. 
The stockholders have paid in $224,647.50, of 
which $150,000 is on capital account and $74,- 
647.500n surplus account (after paymen of the 
Baltimore thus putting the company 
in a stronger position than before the fire. 
The new statement will be published as soon 
as the insurance commissioner's certificate 1s 
obtained, after the payment of the Baltimore 
losses, so that there will be no liability on that 
account. The company announces that during 
the period of reorganization there has been 
practically no interruption of business coming 
in. 


losses ), 





Our 
dozen. 


COOK COUNTY SPECIAL 


WANTED-—A Cook County Special Agent for 
a large irsurance company. Must be a man 
of experience and aquaintance in the field. 
Address ‘‘X. Y. Z.’' care The Western Under, 
writer Co,, 164 La Balle Street, Chicago, 


solicitors’ memorandum, 30 cents; $2 a 
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QHIO AND WEST VIRGINIA. 


SPECIAL HAZARDS IN SCHOOLHOUSES 











Dayton Agents Have Adopted Permits Pre- 
pared by the Inspection Bureau and Will 
Require Extra Premiums. 


Defective heating apparatus and dry closets 
are not the only hazards that exist in school- 
houses, as advanced ideas of education now 
seem to require so many meetings and enter- 
tainments, theatrical and otherwise; as to at- 
tract the attention of underwriters to the risks 
created thereby. At Dayton the Ohio Inspec- 
tion Bureau has issued forms for use on pol- 
icies covering schoolhouses, granting certain 
privileges, with proper restrictions and with 
specific and additional charges for the increase 
of hazard created. 

A few weeks ago one of the district prin- 
cipals, desiring to give a moving picture enter- 
tainment, conceived the idea that the special 
wiring necessary might effect the insurance, 
and accordingly requested permission endorsed 
on the policies to have same done and give 
the exhibition. , 

About the same time one of the literary 
clubs desired to give a “farce” in the high 
school auditorium. Electric wiring was done 
by some of the boy students, which Inspector 
Foster of the Ohio Inspection Bureau was 
requested to approve. The work was so crude 
that he ordered it removed and put in by an 
expert electrician. Scenery was borrowed 
from one of the théaters and used without the 
knowledge of the proper authorities. This 
was followed in a few days by a request from 
the board of education that all policies cover- 
ing. school property be endorsed as follows: 

“Permission is hereby granted to hold pa- 
rents’ meetings, entertainments, lectures, etc.; 
also for the using of the stereopticon and ma- 
chine for ‘moving pictures,’ without prejudice 
to this policy.” 

Instead of granting the request, the Dayton 
agents held a meeting and, after discussing 
the question, postponed action until the reg- 
ular meeting March 8, at which time the forms 
prescribed by the Ohio Inspection Bureau 
were unanimously adopted. It is thought that 
this action will not be displeasing to the Day- 
ton board of education, and will result in the 
less frequent use of the schoolhouses for en- 
tertainments, which might hazard life and 
property, and for which the buildings were 
not designed. 

As the following forms for permits have 
been prescribed by the Ohio inspection bu- 
reau, they are given in full, as they mav be 
a valuable guide to agents in places where 
a rating bureau is not ready of access. 

SCHOOLHOUSE PERMITS. 

In writing insurance on schoolhouses, the fol- 
lowing permit may be granted without extra pre- 
mium if accompanied by the attached warranty. 
and this form is hereby advised : 

1. Permission is hereby granted for the use of 
the schoolhouse insured under this policy for 
parents’ meetings, lectures, graduating exercises 
and school entertainments, including use of stere- 
opticon therewith, or for educational purposes, but 
only under the following warranty : 

Warranted, by the assured, that no moving pic- 
ture machines, scenery or illuminating flash lights 
or powders shall be allowed or used nor any special 
electric wiring, nor changes in the electric wiring. 
fer any purpose, unless same is done in accordance 
with the latest national electrical code and in- 
spected and approved by an authorized representa- 
tive of the Ohio Inspection Bureau, before same is 
used. 

SPECIAL SCHOOLHOUSE PERMIT. 

The following permits and warranties are 
hereby advised when permission is desired for use 
of any schoolhouse for the purpose specified, in 
consideration of the granting of which the follow- 
ing extra premium rate charges are advised : 

For use of moving picture machine, permit 
limited to a period of twenty-four hours, 10 cents. 
MOVING PICTURE PERMIT. 

2. In consideration of the payment of §...... 
additional premium, permission is hereby granted 
to give school entertainment, using a moving pic- 
ture machine and the necessary equipment of 
same, this permit to be and remain in foree for a 
period of twenty-four hours only, beginning ...... 
— See ee indy BOO.2, GG GREER fos 
ee SM TeTT Tere: S 190... under the follow- 

ing W arranty: 

Warranted, by the assured, that no scenery 
shall be allowed or used, and that the moving pic- 
ture machine and its equipment and any special 
electric wiring for any purpose connected with the 
entertainment shall be done in accordance with 
requirements of the latest national electrical code 
and inspected and approved in writing by an au- 





thorized representative of the Ohio Inspection Bu- 
reau, before same shall be used. 

For use of stage with scenery, permit limited to 
seventy-two hours, 25 cents. 


STAGE AND SCENERY PERMIT. 


3. In consideration of $...... additional pre- 
mium, permission is hereby granted to give a 
school entertainment in the school building in- 
sured under this policy, this permit to include the 
use of a stage with the necessary scenery and 
equipment and to be, and remain in foree for 
seventy-two hours only, from ...... a. O68, 
Bs ac! On nikon m., 
ban under the following warranty : 

Warranted, by the -assured, that any change 
in electric wiring made necessary in any part 
of the building on account of, or during the prep- 
aration for and giving of this entertainment shall 
be done in accordance with the requirements of 
the latest national electrical code and inspected 
by and approved in writing by an authorized rep- 
resentative of the Ohio Inspection bureau, before 
same shall be used. 


GENERAL PERMITS. 
4. It is hereby adyised that no general per- 
mits covering use of moving picture machines, 


stage with scenery or other features equally haz- 
ardous be allowed. 





SERIOUS FRICTION AT MILLERSBURG. 


Agents of Stock Companies Charge that Agent 
of Mutuals Is Cutting Rates and They 
Are Losing Business. 


There is considerable friction at Millers- 
burg because a large amount of desirable busi- 
ness is said to be going to the mutuals. H. 
W. Cary represents the mutuals together with 
a number of stock companies. Other agents 
allege that he stands up for the tariff when of- 
fering stock insurance; and, when insurers are 
dissatisfied with the rates, offers them mutual 
insurance at a cut. An instance is cited where 
it is claimed a dry goods store that carries 
$11,000 of insurance and on which the tariff 
rate is 85 cents, has been made an offer of 
75 cents in the mutuals for the whole line. 

Some of the agents, however, have the mis- 
taken idea that none of the mutuals subscribe 
for the inspection bureau rates. It is known 
that some of them do get the rates, unless they 
have discontinued doing so quite recently. 
There is always a tendency when business 
goes to the mutuals to attribute the fact to 
cut rates. Whatever may be the cause of the 
business at Millersburg going to the mutuals, 
the loss to the stock companies and their 
acents is considered serious, and there are pre- 
cictions that unless this loss ceases rates will 
be disregarded. 





ORGANIZING A NEW COMPANY. 


Ernest H. Collins of Mannington, W. Va., 
is organizing a new company of $100,000 
capital to be known as the Augusta Fire In- 
surance Company. It is understood that 
about $60,coo of the capital has already been 
subscribed by the leading business men of 
Mannington. 

++ + 
LITTLE TROUBLE AT CLARKSBURG. 

The companies are having very little trouble 
at Clarksburg, W. Va., over the recent pink 
slip advance of 25 per cent made by the Na- 
tional Board of Underwriters applying to 
dwellings as well as the business district. 
Clarksburg rates have been in good shape for 
two years, and the agents are losing very lit- 
tle business on account of the advance. The 
property holders are aware of the condition 
of the waterworks, and outside of an occa- 
sional cry of “Insurance trust” very little is 
said. The city council are doing all in their 
power to meet the demands of the companies. 

++ ++ 
TRADE ORGANIZATIONS ARE AROUSED. 


Fire companies believe that the agitation re- 
garding Cincinnati has awakened the interest 
of business men and the trade organizations 
are taking up the subject of improving the 
fire department. Inspectors have visited the 
city, making recommendations as to the haz- 
ardous sections. As noted, some companies 
have retired from the city, ‘others are declin- 
ing to write in certain districts and others have 
cut down their lines. Manager Cleveland of 
the rating bureau is overhauling the city and 
already rates have been advanced. 

+ + 


BEDFORD TO HAVE WATERWORKS. 


E. A. Mandeville and Edward Roberts of 
Philadelphia have purchased the electric light 





plant at Bedford, Ohio, and in connection 
therewith will establish a waterworks system, 
which the town needs badly. It is said that 
several local men have been considering the 
matter also, and are up in arms because the 
Philadelphians got in on the ground floor. 
Trouble may result over the franchise. 
at ++ 


SPRINGFIELD LOSSES TO BE RESISTED. 


The losses on the levee in Springfield, 
caused by the mob’s burning the homes of 
negroes, are likely to cause litigation. The 
insurance losses are about $11,500 and com- 
panies say they will not pay them. The city 
attorney thinks the city is not liable for them. 

+t at 
ALL BUT TWO AGENCIES. 


The Commerical Union has succeeded in ar- 
ranging for all but two of the Greenwich 
agents in Ohio that were not represented in 
the same agency at the time of the reinsur- 
ance. The Palatine and Commercial Union 
of New York have come into play in the trans- 
fer. These two companies were not well 
planted outside of the larger cities and towns 
in the State. 

++ ++ 
LORAIN AFFAIRS. 

Lorain has been quiet for some months past 
owing to the shut down of the steel plant 
there. A shut down in that plant always puts 
a quietus on business of all kinds there, the 
insurance business not excepted; but now 
work has resumed and there will be some- 
thing doing in all lines of business. 

Babcock & Veon have rented the large office 
next to the Citizens Savings Bank, now occu- 
pied by the post office, as the place in which 
to carry on their large insurance business. 
The room is to undergo some changes, and be 
ready for Babcock & Veon by the first of 
April. It will certainly be the finest location 
in the city for an insurance office, and they 
may justly feel elated over their having se- 
cured it. 

++ ++ 
COLUMBIA NOT OUT ENTIRELY. 

At Cincinnati the Columbia of Dayton has 
not pulled out entirely, but has only discon- 
tinted writing in the congested district. 

ae ++ 
CLEVELAND FIRE DEPARTMENT. 

The Cleveland board of public safety is con- 
sidering a change in the fire department to 
what is known as the two-platoon system, by 
which the men will serve twelve hours in each 
twenty-four. It is believed that they will 
render much better service in that way and 
that the department will be greatly improved. 
An ordinance has been prepared providing for 
the change, but it is said there will be some 
opposition in the council. . 

++ +t 
SCHWEER BECOMES STATE AGENT, 

There has been a change in the National of 
Cincinnati, by which Gardner E. Meeks, for 
several years the state agent of that company, 
retires, being succeeded by Louis H. Schweer. 
Mr. Schweer has been with the National for 
some time in the capacity of daily report ex- 
aminer. 

at ++ 
OPERATIONS OF THE MUTUALS. 

The town and farmers mutuals of Ohio 
have $63,909 ‘assets, received $385,411 in as- 
sessments and $177,008 in borrowed mouey. 
They paid $319,806 in losses and $262,216 for 
expenses. Total income was $562,419; total 
disbursements, $582,122. They had $42,141 in 
unpaid losses at the close of 1903 and $81,154 
total liabilities. The companies have $195,- 
828,890 at risk in the State. 

at ++ 

POLHMAN GETS GERMAN UNDERWRITERS. 

George W. Pohlman has been appointed gen- 
eral agent for Hamilton county for the Ger- 
man Underwriters Agency of the Milwaukee 
Mechanics Insurance Company at Cincinnati. 
This company has heretofore been in the 
agency of A. R. Witham. 

++ ++ 
KLAPPERT TAKES PARTNER. 

William Klappert has taken a partner in his 
local agency at Cincinnati in the person of 
William F. Bieunger, the latter having pur- 
chased an interest in same, Mr. Bieugner has 
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heretofore been connected with the Higgin 
Manufacturing Company of Newport, Ky. 
The agency is composed of five companies, 
for all of which it is the sole representative 
in Cincinnati. The firm name will continue 
as William Klappert & Co. 
++ ++ 
TWO BILLS INTRODUCED. 


A bill was introduced in the lower house of 
the Ohio legislature March 11, requiring mu- 
tual insurance companies to pay $5 as an annual 
fee to the state insurance department. On the 
same day a bill was introduced permitting the 
filing of suits against insurance companies in 
the county where the insurance was written. 





OHIO AND WEST VIRGINIA NOTES. 


Ray H. Brundage has sold his local agency 
at New London to J. H. Sackett. 

The Armenia has entered West Virginia, and 
Albert Paul gets the Wheeling agency. 
_ It is reported that William H. Furbee, an 
insurance agent at Mannington, W. Va., has 
sold his agency to Ernest H. Collins. 


C. T. Deatrick of the Home, John G. Mon- 
rose of the Continental and H. M. Gibbs of 
the Western and British America are still in 
Baltimore adjusting losses. 


It has been a noted fact that it is not the 
special hazards at Cincinnati that are causing 
the enormous fire loss that that city has suf- 
fered in the past two months. 





MICHIGAN NOTES. 


Milford has not suffered from a fire for the 
past year. 

Grand Haven is being rerated by the Michi- 
gan Inspection Bureau. 

The Russia Insurance Company has applied 
to be admitted to Michigan. 

Manistique intends to install a fire alarm 
system during the coming summer. 

Ishpeming expects to make quite a few im- 
provements in its fire department cy the 
current year. 


Ludington will add a combination chimical 
and hose wagon to its fire department appa- 
ratus in a short time. 

Mt. Clemens is just adding a Gamewell 
Mechanical Transmitter to its fire alarm sys- 
tem, which is expected to prove a great time- 
saver. 

Belding needs a water system, but not all the 
people are prepared to give a private corpora- 
tion a 30-year franchise. The issue will be de- 
cided at the coming election. 

A new waterworks has just been put in 
at Coopersville, and it will be in working 
order in a short while. This adds consider- 
able to the fire protection of that town: 

A threatened rate war at Allegan has been 
averted. There was some cutting going on, 
which provoked retaliation, but it is said that 
all the agents are now observing the advisory 
tariff. 


Yale had no frozen hydrants to contend on 
this winter, as every one was covered with a 
felt-lined box. That town has a hose com- 
pany at each end of town and a hook and 
ladder company in the center of town. 

During the summer season the Soo Line 
railway has a fire department of ten men. 
‘Their water system is connected with that of 
Giadstone, which town gets the benefit of the 
izcreased fire protection during that season. 

It is understood that the line on the Fran- 
ciscan Brothers’ monastery at Petoskey has 


heen cut and companies are now endeavoring ~ 


to secure the cancellation or force .the com- 
paries accepting the line to get the full tariff. 

The city council at Iron River is negotiat- 
ing for the purchase of a hook and ladder 
truck and outfit. This town has no need of 
fire engines, as two powerful pumps at the 
waterworks are capable of a pressure of 140 
pounds, and the hose is attached direct to the 
hydrants. 


WANTED—To represent a 
good Non-union fire insurance 
company in Mansfield, Ohio. 
Address: Mansfield, care West- 
ern Underwriter Co., Cincin- 
nati, Ohio. 








UNDERWRITING IN MICHIGAN 


MICHIGAN ELECTRICAL CONDITIONS. 











Gradual Improvement Is Being Made in the 
State Through the Infiuence of the 
Inspection Bureau. 





While the electrical conditions in the upper 
peninsula still show many defects in the ma- 
jority of towns not being installed in ac- 
cordance with the rules, yet it can be said that 
a marked improvement in the grade of work 
is shown. Improved conditions are especially 
roticeable in Escanaba, Iron Mountain, Ish- 
peming, Negaunee and the “Soo, where the 
previous standard of wiring was very low. 
This improvement was brought about largely 
through the application of the schedule, which 
makes a charge for electrical equipment which 
is not standard, and also due to the fact that 
many of the lighting companies have gone out 
of the wiring business, leaving it to a con- 
tractor, who, as a rule, has always done the 
work more in accordance with the require- 
ments. 

Wiring ordinances have been passed in such 
cities as Houghton, Hancock and Escanaba, 
which now have local municipal inspectors. 
The Michigan Inspection Bureau has used its 
influence with architects, lighting companies 
and electrical contractors, together with the 
assured, with the hope of securing standard 
electrical equipment. Some of the larger and 
more important risks have remodeled their 
electrical equipments according to the bureau’s 
specifications. 

There are about 240 towns in Michigan 
using electric light and power. The following 
towns have adopted ordinances requiring 
electrical inspections: Battle Creek, Charle- 
voix, Detroit, Escanaba, Grand Rapids, Han- 
cock, Houghton, Jackson, Kalamazoo, Port 
Huron and Saginaw. As a rule, reasonably 
good results have been obtained from these de- 
partments, although some of the men ap- 
pointed have not had practical experience suf- 
ficient to give the best service. There is also 
a certain lack of uniformity of interpretation 
of the rules existing among the various in- 
spectors. It is felt, however, that as most of 
these have joined the National Electrical In- 
spectors’ Association, improved results will 
soon be brought about by annual conference 
and discussion. An attempt is being made to 
get an electrical ordinance passed at ‘Traverse 
Citv. 

Some excellent work has been done by the 








electrical inspector of the Michigan Inspection 
Bureau in getting plants and houses to re- 
model their electrical equipment. For  in- 
stance, the Hunter & Hunter department store 
at Detroit and the Hotel Vincent at Saginaw 
have had an entirely new insulation put in. 





SLASHING CHARGED AT ALBION. 


There seems to be considerable rate cut- 
ting at Albion by two or three agents. The 
most complaints are heard against the Eslow 
agency, which is said to be writing business 
at excessive reductions. 

It is claimed that a risk rated at $1.25 plus 
the 25 per cent advance has been written at 
I. per cent flat, and a boot and shoe stock, 
rated at $1.50, has been written at 90 cents. 
It is said that Mr. Eslow has made a canvass 
of the business section offering to write 
stocks at 1 per cent, many of them being rated 


at $1.25 or over. He represents the Alle- 
mannia, Commerce, Concordia, Milwaukee, 
Reliance. and perhaps others. 
The Eslow agency, however, is not the 
only one complained of. 
++ ++ 
COMPLAINT HEARD AT HUDSON. 
Some of the agents of Hudson, Mich., are 
complaining over the operations of the A. H 


White agency. It is said rates are being cut 
heavily on brick mercantile buildings. Mr 
White revresents the Cooper, Germania, Ger 
man of Freeport and Prussian National. 
++ ++ 
COMMITTEES ARE APPOINTED. 

At the last meeting of the Michigan Fire 
Prevention Association the following -com 
mittees were appointed: 

Auxiliary associations—L 
B. Kirby, J. W. Price, H. H. 
Post. 

Membership—C. H. Luce, G. P. McMahon, 
J. R. Sutton. J. J. England, H. A. Bartels. 


F. Margah, J. O 
Thatcher, S. S. 


Bulletin—Charles A. Reekie, A. F. Med- 
bury, F. L. Weaver, F. A. Vernon, F. L. 
Cook. 


Heating and lightinge—M. H. N. Raymond, 
F. N. Brown. H. J. Woessner, J. B. Tallman, 
George O. McCarthy. 

Fire marshal—J. W. O’Brien, S. H. Row, J. 
P. Jaminnet, W. S. Abbott, E. H. Hinckley. 


Electrical committee—F. G. Row. W. P 
Robertson, W. F. Bleazby, A. C. Gilbert, C. 
W. Good. 

Buildings—George A. Armstrong, W. F. 


Hawxhurst. Frank McOmber, W. E. Hoit, N 
A. Bloom, E. J. Hicks, A. E. Clough. 
Fire department and water supply—D. W. 





Michigan Fire and Inland Business for 24 Years. 


The following is a summary of fire and inland business in Michigan from 1870 to 1802, 
inclusive, as prepared by the Michigan department: 


Number 
com- 

panies Risks 

report- written in 
Year. ing. Michigan 
ies 04 000den 00.9900 95 $131,607,138.00 
err ter 59 136,469,945.0' 
Debs cecevrneeensaue 96 18307, 755 00 
CO errr eT 106 ee 795.00 
er err rr 112 162,258,056.00 
eres eee 121 163,574,578.00 
ee Aree 129 145,421,718.00 
Seer 122 148,146,379.00 
kes eske deen ee team 131 151,339,385.00 
BP seer endnames ane 126 161,853,490.00 
ere roe re 132 183,336,708.00 
0 ae eee 129 192,545,901.00 
eer ee 129 217,093,440.00 
err re 130 226,976,326.00 
Bans Jet ontausas 122 237,246,726.00 
rT ee ee 121 229,138,597.00 
ES 5.404 salon em nes o0.0 137 242,821,531.00 
CC, ae 137 243,635,511.00 
NG 6 fh ddde oe Gira brko 142 255,047,544.00 
DN ots ind ite nteawed 142 275,519,744.00 
er er eee a 146 265,320,171.00 
a eee 140 279,473,561.00 
Pere 137 307,228,486.00 
Perr 121 319,845,173.00 
Se ee 122 298,725,666.00 
PILE EEE 126 304,415,683.00 
Dw es ss 64 ed-dk weds oeg 136 305 prt yd 
rrr re 148 312,407,370.5 
rer err 152 334,950,682. 00 
Bh ee Weer cows sins eee 161 386,973,175.00 
Gs 6 0b pha we wees acsics 154 426,250,213.00 
errr yee 146 448,876,182.00 
Rie no Una 0 ebds.eh ed dan 143 453.550,122.00 
tr ae 149 462,962, 117.00 





Per cent. 

losses 

incurred 

to pre- 

—Losses in Michigan— miums re 
Incurred. ceived. 


Premiums 

received in 

Michigan. 
s1f 53 



















$ 989, toy 68 6) 

2 1, 5 63 

i: 266, 517.76 < 60 

1,336,806.47 57 

1,225,872.68 50 

1,350,148.05 54 

1,062, 109.99 mo 

71 

oe 53 
1,829,188.75 56 
2,084,038.67 840,977.55 46 
2,419,101.01 1,539,950.53 5 
2,.860,694.54 1,426, 1S 2 
3. 243,667.42 1,648,793.33 4 
3,387,946.20 2'S35'677.06 71 
1,988,664.85 61 

2.010,205.10 0 

1,989,229.00 58 

1,719,475.52 A8 

1,709,014,.12 46 

61 

62 

1 

72 

45 

2,321 267.7: ary 

2. 147,366. 4 70 

HOD, 2,104,298.66 AT 
4.592 "185 b. “00 2,643,284.00 HT 
4,664,195.00 2,895,356.08 62 
4. 950,636.00 3.201,.339.00 3.058,061.00 62 
5,625 975.00 3,285,918.00 3,571,143.00 63 
6,572.100.00 3.007 ,383.00 2,993,930.00 46 
6,699,965.00 3,178,499.00 3,076,469.00 AG 
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Andrews, Gus Schmemann, 
M. Wardle, Harry Kitson. 
The meeting then adjourned until the first 
Tuesday in May, when the association will 
meet in Detroit. 
++ ++ 
FACTORY DISTRICT WANTS PROTECTION. 


Residents of the southwestern portion, ot 
factory district, of Grand Rapids have peti- 
tioned the common council for a new engine 
house in Godfrey avenue. It is urged that on 
account of the distance and the numerous hills 
and railroad tracks intervening, the two near- 
est engine houses afford this section of the 
citv little protection. Among the signers to 
the petition are Retting & Sweet, the Stickley 


Charles Row, H. 


gros. Company, Grand Rapids Piano Case 
Company, Nichols & Cox, the Acme Lumber 
Company and the Grand Rapids Veneered 


Door Company. 


DEMANDS ARE MADE ON PORT HURON. 


Agents Instructed that Rates Will Be Ad- 
vanced Materially Unless Improvements 
Are Made in Fire Protection. 


The agencies of Port Huron have received 
instructions from the companies represented 
there that unless certain changes are made in 
the city’s water supply and in the fire depart- 
ment, rates will be materially advanced. 
Port Huron’s loss ratio has been excessive and 
the changes asked for are in brief as follows: 
At least fifteen addtional fire alarm boxes, and 
two additional circuits; the earliest’ possible 
service of the two steam fire engines and hose 
wagon, also the additional fire station and fire 
company; the use of water mains of larger 
diameter, and the substitution of standard 
castiron pipe for all pipe of calamine or wood 
construction; a total amount of 295,556 feet 
of water pipe from 4 to 24 inches in diameter 
is recommended; there is necessity for an ad- 
ditional pumping engine of not less than five 
million gallons’ capacity; the fire hydrants 
should have anti-frost covers and be packed 
with protective material during the winter sea- 
son; the electric railroad company should be 
compelled to bond the car rails, so as to pre- 
vent damage to the water mains by electrolysis. 

Chief Bottomley is buying horses for the 
new fire engines. The Port Huron fire com- 
mission has asked the common council for an 
appropriation to renumber the fire boxes, as it 
is desired to have some system so that the 
location of a fire can be more readily known. 


ANNUAL MEETING TO BE HELD. 

The next meeting of the Michigan Field 
Club will be held in Detroit, April 11, when 
officers will be elected. At the last meeting 
W. C. Gerow, of the Scottish Union, A. C. 
Gilbert, of the London & Lancashire, C. C. 
Woodworth, of the Royal Exchange, and F. 
Rk. Thompson, of the Federal, were elected to 
membership. The next meeting of the Michi- 
gan Fire Prevention Association will be held 
the first Monday in May. 

++ 


MEETING OF DETROIT CLUB. 

The regular meeting of the Detroit Fire Un- 
derwriters Club was held this week. Frank 
Bloom was admitted to membership as a mem- 
g = the firm of Warren ee & Co., and 

Wells as a partner of L. Margah, un- 
ve ie firm name of Margah & Wells. The 
proposed banquet of the club was postponed 
on account of the death of President Guenther’s 
mother 


+t a+ 
MICHIGAN AGENCY APPOINTMENTS. 

Assur. Co. of Amer.—-MeMorran & Murphy, Port 
Iluron. 

American, N. J.—J. U. Ihnken, Algonac. 

American Central—Seely R. Birchard, West Bay 
City. 

Commercial Union, N. Y.—W. F. Sandell, Beld- 
ing; Cyrus F. Braden, Lake Odessa; McMorran & 


Murphy, Port Turon. 


Connecticut-—-B. TP. Barnes, Manistee; R. T. 


Maynard, Merrill. 
Commercial Unien. Eng.—Thos. M.  Jeslin, 
Holly: MeMorran & Murphy. Port Huron. 
Farmers & Merchants-—J. S. Doherty, Escanaba ; 


Michael Doherty, Escanaba 
German, Ind J. 8. Doherty, 
Doherty, Escarala 
Girard 1. ©. Montague, 


Escanaba : Michael 


Allegan. 


Germania -Miss |. V. Partridge. Allegan: E. H. 
Jansen, Detroit: Miller & Miller, Marsha!l 

German, Freepvort-—L. W. Fuller, White Cloud. 

German, Veorla-—-Harvey S. Bush, Port Huron. 


German-American—M. N. Ba}lard, Sparta; A, N. 


Woodruff, Wateryliet, 








FIELD NOTES OF WISCONSIN. 


MOVES DIVIDING LINE FARTHER UP. 











Basis Rate Boundary Is Extended North by 
Two Tiers of Counties, Due to Im- 
proved Conditions. 





The Wisconsin Field Club has decided to 
extend the line dividing Wisconsin into 
northern and southern sections for basis rate 
purposes about two counties further north. 
The reason for this is that the two tiers of 
counties above the present basis line have im- 
proved to that extent where the hazard has 
become less, and field men believe, therefore, 
that towns in these counties are entitled to the 
same basis rate as those in southern Wiscon- 
sin. Many of these northern Wisconsin towns 
are almost entirely frame and not very well 
constructed. The towns in the tier of coun- 
ties which have been added to southern Wis- 
consin will not be rerated at once, but will 
be taken up in due season. The country store 
tariff for southern Wisconsin, however, will 
be used at once. As northern Wisconsin im- 
proves it will be able to get the benefit in rates. 





MALT HOUSE BUSINESS IN WISCONSIN. 


Malt houses are located iti many different 
Wisconsin points and are regarded as good 
business by the agency companies. The ex- 
perience in Wisconsin has been favorable. 

+t ++ 
TOBACCO IN WISGONSIN. 


The local agents in the tobacco belt have 
fared well this season on premiums on stock 
in warehouses, as the crop was an average 
one. Companies as a rule are writing freely 
on Wisconsin tobacco warehouses. During 
the last few years it has proved a profitable 
business. Some of the large warehouses need 
about all the insurance that can be secured 
by local agents. 

++ + 
MILWAUKEE BOARD WILL HAVE ADDRESSES. 


The Milwaukee Board of Fire Underwrit- 
ers has concluded to try a new scheme to 
interest its members in its regular meetings 
by making them entertaining and. instructive. 
At the next meeting William D. Van Dyke, 
the well-known Milwaukee insurance attorney, 
will deliver an address, taking as his subject, 

“The Wisconsin Standard Policy.” It is 
hoped that a large attendance will be secured 
by such special features and that the individ- 
ual members will not only be benefited by the 
lectures, or addresses, but that the fraternity 
as a whole will be more interested in correct 
practices regarding rules, policy forms, etc., 
and will take a more lively interest in the wel- 
fare of the organization. 

et a+ 
WISCONS'N AGENCY APPOINTMENTS. 

-Etna—Todd & Todd, Chippewa Falls; Louis A. 
Maier, Medford; Charles B. Rogers, Fort Atkin- 
son: Charbonneau & De Forge, Hurley; Waite B. 
Buckingham, Stevens Point; Math. Thiesen, Sauk 
City. 

American, 
perior. 

American, N. J.- 


Mass.—Jerrard & Lenroot, West Su- 


Otto Bergmann, Plymouth; 


Edw. Sommers, Shawano; T. W. King, Spring 
Green: E. J. Kidder, Whitehall; C. Johnson, Ra- 
cine Junction: J. H. Anderson, Ogdensburg. 


American, Pa.—James Morgan, Milwaukee. 
American Central—William C. King, Neenah. 
Assur. Co. of Amer.—J. A. Smith, Eau Claire. 
Capital—William M. Willinger, Manitowoc ; 
Jacob H. Nickel, Sheboygan; Gerhard Bong, Green 
Bay: John €. Flannagan, Hurley: William 8. 
Henry, Jefferson: Charles L. Handt, Fond du Lac; 
Theodore D. Herfurth, Madison. 
Commerce—Lorenzo M. Starbird. 
Charles Mertle, Marshfield; Christian F. 
La Crosse: Herman J. Strauss, 
Joseph J. Muckerheide, Wausau. 
Commonwealth—George G. Newton, Superior; 
Tavping & Riedeburg, Milwaukee. 
Consolidated F. & M.—W. S. Wadleigh, 
ville: E. W. Plummer, Augusta; Jerry C. 
Fairchild; S. H. Ettenheim, Milwaukee; William 
Hirth, Marshfield; G. F. Krumdick, Milwaukee. 
Federal—J. A. Smith, Eau Claire. 
Farmers & Merchants—Herbert J. Cunningham, 
Janesville. 
Fire Assn. 
German, Peoria—FE. 
German-American 


Fond du lac; 
Klein, 
Watertown ; 


Gales- 
Marvin, 


Henry Otto. Prairie du Chien. 
S. Rice, Fort Atkinson. 
Henry J. Laun, Wausaukee. 


Hartford—Louis A. Maier, Medford; Claude H. 
Snashall, Evansville. 
State of Ill——John G. Schell, Norwalk. 


Schenian & Giles, Manitowoc. 
\. Matthews, Milwaukee. 
-William Wright, Jeffer- 


Lumbermens 

New York-—4). 

Northwestern National 
son. 


Pittsburg—Ernst Lutze. Sheboygan, 
Queen—Car) P, Brye, Westby, 





Scottish 
Crosse. 

Security—-John Miller, St. Nazianz. 

St. Paul F. & M.—Leonard Wittig, Kaukauna. 

Providence-Washington—F. W. Millard, Milwau- 
kee; Weiskopf & Trester, Sheboygan. 

United Firemens—aAlice E. Hubbard, Manitowoc. 

City of Jefferson Mut.—Lewis Knuth, Wrights- 
town; A. F. Gramm, Mount Horeb; J. T. Higgins, 
Richland Center; H. W. Weed, Delavan. 

Mayville Mut—F. J. Rooney, Seymour. 

Southwestern Wis. Mut.—N. A. Ladd, Madison ; 
A. F. Gramm, Mount Horeb. 

Theresa Village Mut.—F. J. Rooney, Seymour ; 
E. P. Worthing, Fond du Lac. 

Watertown City Mut.—F. G. Holtz, Columbus. 

Wisconsin Mut. Ladd, Madison; A. 
Gramm, Mount Horeb. 


National—William E. Walker, La 








MILWAUKEE COUNTY’S BAD BUILDINGS 


Inspection Shows Those Outside of City of Mil- 
waukee to Have Very Poor Fire 
Protection. 


A committee of county officials and Chief 
Meminger of the Milwaukee fire department 
have been inspecting some of the county 
buildings, located outside the city limits. The 
conditions found are deplorable from an un- 
derwriter’s standpoint. In some places hose 
was in place, but no nozzles were attached, 
valves were rusted so they could not be 
opened, chemical extinguishers had not been 
recharged for years and were absolutely use- 
less, and some fire escapes could not be used. 

Such conditions illustrate the value of fire 
insurance, with the frequent inspections and 
remedy of defects that it secures. 

In large institutions, filled with feeble and 
irresponsible persons, such. as asylums and 
almshouses, such gross carelessness is crim- 
inal, viewed from any standpoint. 





TAXES PAID BY SUPERIOR AGENTS. 

The following are the taxes paid by the 
agents of Superior on their business of last 
year for companies other than those of Wis- 
consin, the rate being 2 per cent. The 
amounts are not quite as large in the aggre- 
gate as last year, owing somewhat to the 
smaller amount of grain insured: 

Sunderland & Ostrander, $1,611; Culver- 
Harper Agency, $863; Loney & Peckham, 
$631; Charles A. Erhart, $270; Schmitt & 
Howe, $369; W. F. Harper, $208; George G. 


Newton Company, $195; Finch Bros., $162; 
Rogers-Ruger Company, $144; James H. 
Agen Company, $123; B. M. Peyton, $66; 
B. M. Peyton, $66; H. W. Nichols, $35; 


H. W. Nichols, $31; Crumpton & Crumpton, 
$26; L. J. Moss, $17; George R. Hughes, $5; 
T. G. Alvord, $5; C. H. Bird & Co., $1; total, 
$4,729. 


++ ++ 


TOBACCO BUSINESS 'N WISCONSIN. 

An important source of premium income 
in Wisconsin is the tobacco business in Rock 
and Dane counties. Edgerton, in Rock county, 
is said to be the largest tobacco shipping point 
in the world. There are about forty-five to- 
bacco warehouses in Edgerton, twenty-four 
in Stoughton, thirty-four in Janesville, and 
from one to six each in a score of other towns 
in the district. The average line on a ware- 
house, during the packing season, is about 
$50,000, although the American Cigar Com- 
pany has some immense houses where large 
lines are carried. Usually full insurance is 
carried. The dealers frequently have all their 
capital under one roof, and often borrow 
money from banks which require full insur- 
ance. The rates run from $1.25 to $2.50, and 
the business as a whole has been profitable. 
In 1885 there was an extensive fire at Stough- 
ton, and recently there was a $33,000 loss in 
‘tthe same town. Insurance men say that be- 
tween the two fires the various small losses 
that occurred did not amount to $10,000. 

Henry Johnson of Edgerton is said to write 
more tobacco insurance in Wisconsin than 
anyone else. He represents fifty-four com- 
panies and gets most of the Edgerton business 
and also that controlled by Edgerton dealers 
in other places. There are only two other 
agents in Edgerton, and both are side-liners. 





Assistant United States Manager Whilden 
ef the Prussian National has been in a_hos- 


pital at Boston for several days. 





Our ten-year expiration register, $2.25. 
Try our agency cojlection register for 


credit 
accounts, $4, 
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STATE TOPICS OF ILLINOIS. 


WILL SOON COMPLETE WATER TOWNS 











It is Expected That by April 10 the Illinois 
State Board Will Have Rated 
Protected Points. 





It is expected that by April 10 the Illinois 
state board will have rated all the water 
towns in Jllinois. The work has been hin- 
dered to some extent because when raters 
were sent to the water towns they rated the 
unprotected towns in the near vicinity. Three 
cities, Springfield, Rock Island and Decatur, 
have not been rated under the new schedules, 
but these towns are in the hands of local 
raters. The unprotected towns will be taken 
up from now on. The work of rating anu 
making revisions has cost a great deal of 
money, but' all companies having membership 
in Illinois state board and Illinois Field Club 
have co-operated in meeting the expense. It 
is estimated that there are about 1,800 towns 
in the jurisdiction of the Illinois state board. 





UNDERWRITERS OF GALESBURG MEET 





Old Officers Re-elected—Chief of Fire Depart- 
ment Reports—City Requested to Ap- 
point a Fire Marshai. 





The Galesburg Board of Fire Underwriters 
held its annual business meeting on the after- 
noon of the oth, followed in the evening by a 


banquet. The old officers were re-elected as 
follows: President, Lake W. Sanborn; vice- 
president, T. B. Martin; secretary and treas- 


urer, H. A. Smith. After the- banquet the 
chief of the fire department made his report, 
giving in detail the number of fires and work 
done by the department. The property in- 
volved in the fires was valued at $307,600; in- 
surance carried, $152,975; losses paid, $11,835. 
The chief called attention to the bad condition 
of the basements of business houses, which 
are full of inflammable material. He recom- 
mended the establishment of two more fire sta- 
tions. The board adopted a_ resolution re- 
ane the city council to appoint a fire mar- 
shal. 





ELECTRICAL CONDITIONS IN QUINCY. 

Manager George C. Gill, of the Quincy com- 
pact, and William S. Boyd, electrical inspector 
for the National Board, were in conference 
a few days ago with the electrical committee 
of the Chamber of Commerce, urging that 
the ordinance providing for electrical inspec- 
tions be enforced. There have been several 
fires, due to defective wiring and imperfect 
insulation, and the insurance interests are en- 
deavoring to remedy this. Manager Gill is 
endeavoring to get electrical conditions in 
Quincy in better shape. 

++ ae 
MITCHELL STILL IS OUTSIDE. 

W. S. Mitchell is still causing dismay at 
Charleston, Ill., owing to his refusal to join 
the board. The Milwaukee Fire is back of 
Mitchell and has instructed him not to co- 
operate. It is understood he has secured the 
agency of the Continental of Chicago. 

ne t+ 
NOT ALL SMOOTH AT MACOMB. 


There are some threatening clouds hanging 
over Macomb again. All the agents are in the 
board, but J. C. McClellan does not report 
the dailies of the Northwestern National and 
Germania through the stamping secretary. 
This is causing complaint on part of the other 
agents. Mr. McClellan takes the ground that 
he will not send his dailies to be stamped 
until Alex. McLean, the agent of the North- 
western Underwriters, follows this course. 
Mr. McLean also represents the National 
Union. 

++ ++ 
RISK OFFERED AT LOW RATE. 


The mutuals have been carrying the large 
agricultural implement plant of Parlin & 
Orendorff of Canton, Ill, for some time. 
Part of this plant is sprinklered, but it is sup- 
posed that the mutuals made some complaint 
or demand, and the assured, therefore, have 
decided to try the stock companies, The in- 





surance is being offered at a 40-cent rate, 
which is not deemed adequate by several of 
the companies for a partly equipped risk. 

Notwithstanding the feeling in part of some 
that the rate is too low, it is regarded as a 
competitive one and stock companies count it 
a victory over mutuals. 

++ 


CONDITION WILL RIGHT ITSELF. 

It has been decided to allow the Blooming- 
ton situation to right itself. There have been 
charges and countercharges among the agents 
of rebating, but it is understood that affairs are 
getting in better shape in that city and that 
the outcome will be satisfactory. 





GRANT LOZAL AGENCY MAY BE SOLD. 





Action Likely to Be Taken at Springfield by 
the Companies Interested— Many 
Charges Being Brought. 





It is likely that the Grant agency at Spring- 
field will be disposed of this week. This 
agency has been the bone of contention ,in 
Springfield circles for some time. Numerous 
charges have been filed against it and it has 
paid fines only to be _ subject to further 
charges. Companies not in this agency have 
lost their patience and finally forced the com- 
panies in the agency to an issue. They de- 
cided to take action and now desire to sell the 
agency to protect their interests. It is under- 
stood that $5,000 is the price set on the busi- 
ness, but would-be purchasers are uncertain 
whether the business secured as it has been 
can be held. The Grant agency is one of the 
old timers in Springfield and has done a large 
business. 





INCREASE IN THE MERCHANT AGENTS 





Side Liners in the Small Towns of Illinois Are 
Becoming More Numerous and Busi- 
ness Is Cut Up. 





Special agents in Illinois have been noticing 
the increased number of merchants and men 
in other lines of business that are taking up in- 
surance as a side line. It formerly was the 
case that in most of the small towns a man 
would give his whole time to the insurance 
business and be able to make a living out of 
it. Now, however, a company will select a 
man engaged in almost any kind of business 
and make him an agent. He writes probably 
his own business, that of his relatives and a 
few friends. In this way the business in the 
small towns has been cut up until the regular 
agents have been driven out of business. 





TO BE ATTACHED TO CHAMPAIGN. 

Owing to the difficulties that have always 
been met at Tuscola and Rantoul, it has been 
decided to have these towns report through 
the Champaign stamping secretary. Com- 
panies have complained of rate cutting on part 
of different agents and it is thought best to 
send a committee to these towns and have 
them straightened up. 

++ ++ 
DAMAGE SUITS ARE FILED. 


Damage suits for $10,000 each have been 
filed at Hillsboro this week by A. D. Clarke 
and Mrs. Martha Gill against the German of 
Indiana. Both these persons were, arrested 
some time ago charged with firing a house 
in Litchfield in order to get the insurance. 
The adjuster paid $1,050 to Clarke in settle- 
ment of the loss, and afterwards both parties 
were indicted for arson and brought from 
Louisville to be tried. When the case was 
called in January no witnesses appeared for 
the prosecution and the case was dismissed. 





ILLINOIS NOTES. 


C. D. Etnyre gets the Phenix of New York 
at Oregon, IIl. 

O. A. Hogland gets the Teutonia of Louis- 
iana at Rockford. 

Ingersoll & Gallagher are given an agency of 
the Agricultural at Canton, 

A. Gardner of Champaign has been ap- 

pointed as farm special of the Continental. 

Ben Aspern, formerly in the land business 
at Champaign, has opened an _ insurance 


agency in that city. 
N. M, Tomblin has bought out the interest 



































of his partner, Harry R. Holden, in the agency 
of Holden & Tomblin at Aurora, III. 

F. Taylor Wise, state agent of the Home, 
who has returned from a sojourn at Hot 
Springs, will soon issue a monograph on 
Arkansas underwriting. 





INSIDIOUS COURSE OF COMPETITION. 





Union Specials Charge Some Companies with 
Making a Clandestine Berth for 
Cut-Rate Business. 





The union field men in Illinois claim to have 
discovered an insidious form of competition 
making itself felt in the State. The claim is 
made that shrewd approaches are being made 
to union offices to arrange for the representa- 
tion of an outside company by having its sup- 
plies kept tinder cover. The object of the com- 
pany is to secure first the business that cannot 
be written at the tariff and later demand a 
share of the preferred risks. Not all non- 
unioners are charged with this attempt to 
corral the union offices, but the allegation is 
made against a few that resort to any method 
to swing business. 

Out in the State there are numerous agents 
who find it difficult to hold some customers at 
the tariff, and hence are susceptible to over- 
tures for facilities to handle this class. In 
some cases agents seek avenues for the outlet 
of cut-rate business. 





WITH THE INDIANA AGENTS. 




















































SPRINKLERS ARE DEFECTIVE. 


Inspectors have called attention to the fact 
that the sprinkler equipments at Evansville are 
in bad order. Owing to the broken intake 
pipe, sediment has been forced into the mains 
and sprinklers. 

at ++ 


INDIANA AGENCY APPOINTMENTS. 


Agricultural—Frank R. Fowler, Peru: John J 
Hardin, Salem; Claude G. Malott, G. D. Thornton 
and H. PD. Orchard, Bloomington; Hayden HU. 
Walls, Bedford. 

American Central—Frank R. Fowler. 
Lake County Savings & Trust Company, 


Peru ; 
Hammond 


American, N. J.—O. M. Gardner, Mellott ; Moffitt 
& Herbst, Ogden. 
American, Pa.—Hooper & Lenhart, Decatur; 


Frank B. Fowler, 
Commercial Union—Peter M. Buchanan, 

ter: John K. Rinehart, Bluffton; Hugh EF. 

Elkhart : Chas. P. Munger, Orleans. 
Connecticut—B. F. Carlin, Schneider; J. K. 


Peru. 
Roches 
Corbett, 


Snyder, Ladoga. 

Equitable, R. I.—Logansport Trust Company, 
Logansport. 

Fire Association—Frank R. Fowler, Peru. 


Fund—Bennett. Hutchinson & Co., 
Evansville: Edwin Wade, Mount Vernon; FE. G. 
Huthsteiner. Cadick & Craig, Grandview; James 
S. Pattie, Rockport. 
Firemens, N. J.—John Hoop. Shelbyville; Miller 
& Ryan, Greensburg: Jas. A. Hedgecock, Frankfort ; 
Chas. W. Kimmel, Kendallville: Frank Howard, 
Marion; A. P. Bruler, Vincennes. 
German-American-——Poindexter & Driscoll, 
sonville; David A. Orman, Terre Haute. 


Firemans 


Jeffer 


Germania—Kirkpatrick & Brown, Muncie ; Frank 
R. Fowler, Peru. 

German, Freeport—F. R. Fowler, Peru. 

Girard—Oldham & Massena, Logansport. 

Milwaukee Mechanics—Frank R. Fowler, Peru; 
W. W. Dark & Co., Indianapolis 

National, Conn.—George T. Pattison, Danville; 


James B. Smith, Flora; Henry C. Applegate, 
Greentown: John C. Cavender, Hobart: William 
Hl. Gohl, Kewanna; Jacob 0. Kantz, Nappanee; 


Clarence RK. 
Tipton; D. 


Ernest B. Thomas, Royal Center; 
Griffin, Sheridan; Fielding & Kirtley, 
Randolph Barbour, Westfield. 
Niagara—Clark B. Davis, 
Lower, Decatur; the Logansport 
Company, Logansport. 
Northwestern National—John W. Williams, 
Union City; Kirkpatrick & Brown, Muncie. 


Seymour; Wm. A. 
Loan & Trust 


Providence-Washington—Frank Kk. Fowler, Peru. 

Queen—Persons & Markel, Jasonville; Wint 
Foote, Farmersburg. 

Reliance—B. C. Bender, Goshen; Clark & Beil, 


Bluffton. 
Scottish U. & N.—John H. 
William A. Lower, Decatur. 
Sun, Eng.—Mord Carter. Danville. 
Teutonia, O.—-The Hidden & Houk 
Terre Haute. 


Schooler, Lebanon ; 


Company, 





INDIANA NOTES. 


A. E. Webb gets the Northwestern National 
at Attica, Ind. 

The American Central has transferred from 
the agency of William F. Mashino to the Lake 
County Savings & Trust Company at Ham- 
mond. This company was the only union com- 
pany in the former agency, for which reason 
the transfer was made, 
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THE WEST AND NORTHWEST 


SOUTH DAKOTA MUTUALS “MERGED”. 





Sioux Falls Journal Makes Some Sensible Com- 
ments on the Deal, Which Are Here 
Reprinted. 





The Sioux Falls Fire and the Farmers & 
Threshers, two mutuals of Sioux Falls, S. D., 
have “merged” with the Publishers Mutual of 
Huron and moved their headquarters to that 
place. This is said to make the Publishers 
the strongest mutual in the State. While 
representatives of the companies deny that 
this action was taken because of any weak- 
ness and say it was prompted merely by a 
desire to make one strong mutual, field men of 
stock companies express the opinion that last 
year’s heavy losses and the reduction of rates 
by stock companies was at the bottom of the 
move. They look for other “mergers” of 
mutuals to come soon. 

The Sioux Falls Journal publishes the fol- 
lowing article concerning the “merger : 

“The impracticability of mutual insurance 
companies applying their talents to all lines 
of insurance has been demonstrated by a so- 
called ‘merger’ of the Sioux Falls Mutual and 
Farmers & Threshers Mutual insurance com- 
panies of this city into ex-Insurance Commis- 
sioner Shober’s new mutual company, whereby 
risks involving some $600,000 have been as- 
sumed by Shober’s company. 

“While the transaction is called a ‘merger,’ 
it is in a reality a failure on the part of the 
two companies named-to make good. They 
had assumed risks beyond their capacity to 
carry, and the fact that the policyholders 
hastened to get from under before a crash 
incident to heavy losses came is conclusive 
proof of the fallacy of a mutual company at- 
tempting to carry large risks bunched and 
placed so that a single fire might bankrupt 
every incorporator of the enterprise. 

“Reinsuring in Shober’s company does not 
strengthen the value of the policies, for his, 
too, is mutual, and the fact that he was willing 
to take up the risks is no sign he can make 
good any more than did the companies under 
local management. When it is considered 
that the entire liability of $600,000 was as- 
sumed by Shober for a consideration of 
$1,980, whereas under the most favorable con- 
ditions similar reinsurance from one old-line 
company to another would cost in the neigh- 
borhood of $8,500, but raises a ‘suspicion that 
the ex-insurance commissioner is merely tak- 
ing a plunge and will take chances on the out- 
come. 

“Many of the policies reinsured have from 
three to five years yet to run. As near as can 
be determined some of them are on risks that 
old-line companies have refused to touch dur- 
ing the past ten years. It was some of these 
shaky risks that first caused policyholders to 
seek a channel of escape; yet there is some 
question about them being released from lia- 
bility. inasmuch as the transfer of insurance 
was made without the consent of policyhold- 
ers. 

“Inasmuch as the best of insurance is none 
too good, a policyholder is justified in look- 
ing after his interests by investigating what 
especial capacity Shober has for paying the 
losses if the Sioux Falls companies could not 
afford to carry the responsibility. 

“This transaction does not shake the faith 
of the Journal in mutual insurance if risks 
are widely scattered. But to take risks in a 
haphazard way at any old rate is impractical, 
especially where no surplus is maintained or 
reinsurance reserve held against the policies. 

“The whole transaction seems to be a blow 
to legitimate mutual insurance.” 





SAYS CAPITAL WILL BE INCREASED. 

The National Insurance Company, having 
headquarters at Guthrie, Okla., announces it 
will increase its capital from $150,000 to 
$500,coo, and enter several States. This con- 
cern was formerly the National Insurance 
& Investment Company of Delaware, which 
did an underground business through the no- 
torious “Deacon” W. A. Lowell, the Chicago 
sub-marine operator. The Oklahoma depart- 
ment, which is a decidedly weak office, not 
having sufficient money to print blanks for 
companies to make their annual returns, li- 








censed the National. It has browsed around 
the territory, seeking what it might devour. 
President Orson T. Smith claims that the 
stock will be sold at 125, and says that $175,- 
oco has already been subscribed in the East. 
Most people will want to be “shown” the 
actually paid-up capital. 
++ at 
FIRE ASSOCIATION REARRANGES FIELD. 


Following the resignation of H. A. Dike of 
Iowa, to go with the Western Adjustment 
Company, the Fire Association has rearranged 
the fields of its western specials. E. L. Col- 
burn, who has had North and South Dakota, 
will now cover South Dakota and Iowa, with 
headquarters at Des Moines. North Dakota 
is added to the field of W. J. Haggerty of Min- 
neapolis, who has had Minnesota only. 





ST. LOUIS AGENCIES TO CONSOLIDATE. 





Seven of Them Are Trying to Get Together 
But Details Have Not Yet Been 
Satisfactorily Arranged. 





It is stated on good authority that a con- 
solidation of several of the prominent fire in- 
surance agencies in the Century building at 
St. Louis is under way and would have been 
effected several days ago if a satisfactory plan 
for union and consolidation could have been 
agreed upon. The agencies agreeing to the 
consolidation are at present unwilling to have 
their names published, as the companies repre- 
sented have not been.consulted in regard to the 
matter. A visit has been made by parties in- 
terested in the consolidation to Chicago to 
see some of the managers. It is said that 
seven of the agencies in the Century building 
are interested. A point that some of the 
agencies have overlooked in the matter and 
that might have some weight in the proposed 
amalgamation is the fact that the Missouri law 
prohibits an incorporation of any kind being 
licensed as an insurance agent, so that if the 
proposed consolidation is made it cannot be 
incorporated. The idea in making the con- 
solidation is to reduce expenses and put more 
men in the local field. The combined office 
would be divided into departments and a 
thorough system inaugurated. This will be 
the first big consolidation ever made of St. 
Louis agencies. 





MISSOURI AGENCY APPOINTMENTS. 

National, Conn.—W. M. Stevens, Clinton; R. M. 
Wilsoa, Excelsior Springs; A. W. Young, Pleasant 
Hill; A. M. Craig, Knobnoster. 

Palatine—Homer J. Bain, Trenton; James C. 
Alexander, Neosho; William T. Throp. Nevada ; 
Martian J. Hubble, Springfield; H. W. Diggins & 
Co., Springfield; C. T. Warner, Richmond. 

Phenix, Eng.—Victor W. Reitz, St. 
Trebus & Kreismann, St. Louis; J. H. and C. H. 
Covert, Houton; Wm. R. Ledbetter, Holcomb ; Min- 
nie L. English, Macon. 

Westchester—Hadley J. Alley Jr., Princeton; J. 
E. Rennison, Boonville ; Espenscied Monroe, Se- 
dalia. 

Western Underwriters—J. C. Zeidler, St. Joseph ; 
S. D. McBurney, Odessa; S. D. Ely, Vandalia. 

++ +e 
COMPETITIVE RATES IN OKLAHOMA. 

Some of the companies are complaining of 
the competitive rates being made by the local 
boards of Guthrie, Shawnee, Kingfisher and 
Stillwater, Oklahoma, where rates are off. 
The companies claim that rates on stocks are 
put down to a point needlessly low, as com- 
petition for this class is not keen. The feeling 
is expressed that the assured are using the 
conditions to beat down rates, and agents are 
too prone to ae as truth all they hear. 

++ ++ 
DIFFICULTY IS ENCOUNTERED. 

Some of the Topeka agents report difficulty 
in putting the pink slip advance of 20 per cent 
in effect, owing to the protest of the assured 
and the reports that some companies will write 
at the old rate. The agents, it would seem, 
had a very good argument for an increase. 
When the tariff for Topeka was promulgated 
an error was made, in that dwelling rates were 
placed five cents too low. Companies now are 
requiring the full tariff on dwellings. 

aes ++ 
HOLDS MOST OF THE AGENCIES. 

The .Commercial Union field men in Min- 
nesota and Wisconsin have had success in 
transferring the old Greenwich agents to 





= 


either the Palatine or Cdmmercial Union of 
New York. The attitude of the company in 
announcing that it would not disturb the 
Greenwich expirations unless one of the com- 
panies could be planted in the office did much 
to hold off agents dealing with other field 
men until the Commercial Union forces could 
be heard from. 





IOWA SOLONS EARN THEIR SALARIES. 





Insurance Measures Good, Bad and Indifferent 
Are Introduced and Committees Kill 
‘Several of Them. 





A state insurance department or bureau in 
connection with the office of the auditor of 
state has been created by the legislature of 
Iowa. Heretofore the insurance interests of 
Iowa and of other States doing business there, 
have been under the supervision of the auditor 
of state, but there has been no legally consti- 
tuted department or bureau in charge. The 
new law provides authority for the employ- 
ment of an actuary at a comfortable salary, 
and sufficient assistants to make required ex- 
aminations of companies. But it is provided 
that the salaries of these officers shall be paid 
out of the state treasury, and any fees col- 
lected by them from insurance companies shall 
be covered into the treasury. 

This provision is the nub of the whole 
measure. The department or bureau is or- 
ganized and legalized because of abuses that 
grew up in the office of the auditor of state 
requiring reference by the governor in his 
message to the legislature and legislative in- 
vestigation which is now going forward. A 
former incumbent of the office is charged with 
mulcting insurance concerns to the extent of 
$23,000 within the space of two or three years, 
for examinations which it is alleged by the 
governor and the companies themselves were 
never made in good faith. 

The law as to the power of the auditor of 
state to proceed against companies which ex- 
amination shows are insolvent, is not changed 
by the new statute. 

Two distinct laws are enacted to cover the 
subject of examinations. One relates to the 
ordinary insurance company, the other to 
fraternals. This division of the law was 
made so that the section relating to examina- 
tion of fraternals might be added to the sec- 
tion of the code which relates to those con- 
cerns instead of including them in the general 
law. Incidentally they may thus escape ex- 
amination by an actuary. They do not take 
kindly to the ordinary actuary for the reason 
that he is supposed to have a deep and abid- 
ing affection for healthy reserves which fra- 
ternals, by their system of doing business, 
abhor. 

The insurance committee of the house of 
representatives of the Iowa legislature, of 
which Emory English of Valley Junction is 
chairman, promptly reported for passage the 
bill by Representative Clary of Chickasaw, 
eliminating from policies of life insurance 
written in this State all clauses invalidating 
the policy in case of suicide. It is Mr. Clary’s 
notion that a suicide is an insane person, and 
policies would as well be invalidated because 
the holder became insane as because he killed 
himself. He does not believe that men in- 
sure themselves with any view to suicide. It 
is believed possible that the house may pass 
the measure. 


The English bill which provides that bal- 
ances remaining in the expense funds of 
fraternal beneficiary and assessment insurance 
companies may be transferred to the bene- 
ficiary fund at the end of the year has been 
reported to the house, with a recommendation 
for passage by the house committee, and prob- 
ably will pass. The measure is designed to 
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remedy a defect in the present law, but it is 
only occasionally that anything is left in the 
expense fund of these concerns. 

In this connection it is said the chances for 
the Whipple bill in the senate, limiting the 
expenses of mutual concerns to one per cent 
of their total risks at the end of each previous 
year, are good. He has shown the legislators 
reports of companies in which it cost twice 
as much to distribute the benefits of a year 
as the benefits amounted to. 


The house quickly killed the Chassell bill 
to facilitate the organization of mutual in- 
surance companies in Iowa. Representative 
Hart of Allamakee county led the fight 
against the measure and had three-fourths of 
the members with him. He declared that 
there are but two classes of insurance—as- 
sessment and old line, and that the State 
should not countenance concerns which are 
only mutual in name. He thought if they 
were intended to do*a really mutual business 
they would do*business as assessment and not 
as mutual-stock companies. He thought that 
the use of the word mutual was intended as 
a blind and believed that the Chassell bill 
would facilitate the organization of concerns 
designed to reap profits for the promoter and 
then to go into a receiver’s hands, which has 
been the history of most of these concerns in 
Iowa, he said. 


Representative Langan of Clinton has pro- 
posed a bill in the house enacting a statutory 
uniform fire insurance policy for Iowa. It 
is based on the New York policy, but is not 
identical therewith. For instance, it elimi- 
nates the clause canceling the policy in case 
of war, insurrection, etc., which has been 
deemed an excellent caution for a half cen- 
tury. The measure is now in the hands of 
the house insurance committee. 


The house killed the Hambleton bill to 
authorize cities and towns to levy a three mill 
levy to support the fire department. Mr. 
Hambleton urged that as a result of such a 
law fire insurance rates would be reduced in 
many towns in the State. But the legislature 
has set its face against increased taxation and 
voted the bill down. 

The Chasell bill which applies the fire escape 
law of Iowa te towns of 4,000, whereas it now 
applies to towns above 7,000, only, has been 
recommended for passage by the municipal 
corporation committee of the lower branch of 
the legislature. 

The bill which was backed by the Hartford 
Steam Boiler to establish a state board to 
examine and license stationary engineers was 
defeated in the house committee on insurance 
a few days ago. The bill by Cummings of 
Marshalltown to authorize all casualty com- 
panies to do a boiler insurance business in 
Iowa was defeated, also, in committee. 





YOUNG TAKES MINNESOTA. 


C. O. Young of Milwaukee, formerly with 
the Firemens of Maryland, takes the special 
agency of the American of New Jersey and 
Security for Minnesota, succeeding F. F. 
Fletcher, who desires to give more time to his 
local agency. 

++ oad 
MINNESOTA AGENCY APPOINTMENTS. 


American, N. J.—F. G. Sasse, Fairmont: J. M. 
Madison, Osakis: F. L. Young, Fisher; Hallum & 
Olsen, Minneapolis: F. R. Smith, La Crescent ; 
Otto Ross, Ellsworth. 





American Central—aA. O. Anderson, Cottonwood. 
British America, Toronto—C. A. Wocdward, 
lerham; C. M. Anderson, Preston; P. C. Bailey, 


Waseca. 
Connecticut—oO. C. 
©. Dahihjelm, Clinton. 
Commercial Union—Julius Schutt & Son, Minne- 
apolis; Dampier & Ward, Pelican Rapids. 
Detroit—Keiler & Sims, Crookston. 
Franklin—Gustav R. Jacobi, East Grand Forks. 
German, Freeport—E. J. Rouse, Brewster; F. J. 
Cropsey, Merriam Park; Geo. J. Alexander, Heron 
Lake; T. C. Cooper, Truman; B. A. Hassman, Ait- 
kin: P. K. MeMurtrie, Binghamton: C. N. Peter- 
son, Rushmore; C. A. Rhoda, Royalton; Geo. J. 
Dressel, Waterville; Michael E. Ryan, Brainerd. 
German, Peoria—John H. Griffin, Albert Lea; 
Chas. H. Dart, Litchfield ; Lewis E. Bapp, Perham ; 
Alex A. Sweass, Thief River Falls; Michael E. 


Ryan, Brainerd. 

German, Pa.—Andrew J. Smith, Sauk Center. 

Hlartford—Henry P. Gunderson, Hawley; Miss 
Mabel C. Waite, Correll; Wm. H. Wallace, Red- 
wood Falls. 

Home—James E. Meline, Center City; Michael 
B. Hurley, Pine City; Weiss & Sigmond, Zum- 


Dosseth, Granite Falls; R. 











brota; Alvin F. Bailey, Halstad; Ole P. Olson, 
Donaldson; Daniel D. Stewart, Wyoming; Swan- 
son Brothers, Moose Lake; Hans C. Hanson, Bar- 
num; Thos. H. Connolly, Danvers; Albert A. Up- 
grea, Sturgeon Lake. 

State of Pa.—Hallum & Olson; Minneapolis. 

State of Ill.—Harry A. Sundberg, Minneapolis ; 
George J. Hoffman, Hokah. 





Milwaukee Mechanics—John A. Nelson, Little 
Falls; T. C. Blewitt, Brainerd. 

Norwich Union—S. J. Maurer, Gaylord; Dis- 
brow & Kinney, Owatonna; John EF. Flynn, Avoca. 

National, Conn.—Harry W. Evans, Perham; R. 
T. Zempel, Wheaton. 

Northwestern National—Luther A. Salstrom, 
Wilmont. 
& Henry, Hallock; David Russell, Sandstone; 
Kelsey & Morse, Sauk Center; S. F. Heath, Wells; 


S. J. MeGuiggan, Winnebago City. 
Niagara—Gustav R. Jacobi, East Grand Forks. 
Palatine—John B. Ogle, Mankato. 


Providence-Washington—Frank L. Mowry, Min- 
neapolis. 
Royal Exchange—Arthur P. Pierce, Red Wing. 





Staples & Robertson, Stillwater. 
Western, Ont.—H. §S. Bassett, Preston; Edward 
A. Hotchkiss, Winnebago City. 





SUBROGATION SUIT MAY BE BROUGHT. 





Companies to Decide Whether Action Will Be 
Taken Against the Topeka Water- 
works Company. 





The representatives of the companies inter- 
ested in the Parkhurst-Davis Company loss at 
Topeka will meet in Chicago this week to 
consider the advisability of bringing subroga- 
tion suits against the Topeka Waterworks 
Company. An investigation by experts 
showed that the water pressure was very light, 
the pumping capacity was inadequate and other 
impairment which hampered the fire protec- 
tion. Insurance men claim that if proper fa- 
cilities had been at hand, there would not have 
been so heavy a loss as the fire department 
was hampered. 





TO ENTERTAIN INSURANCE MANAGERS. 





World’s Fair Issues Program For March 22, 
When the Fire Underwriters Will 
Be Its Guests. 





Mr. Albertini, secretary of the committee on 
reception of the World’s Fair, has issued a 
program for the entertainment of the fire in- 
surance managers who will come to visit the 
fair on March 22. The insurance men are to 
make the Southern Hotel their headquarters 
and will be carried out to the World’s Fair 
grounds in automobiles. They will be taken 
over the grounds, will inspect the buildings 
and fire fighting apparatus and make a visit 
to the “Pike.” Chief Henley of the St. Louis 
Fire Prevention Bureau will conduct a spec- 
tacular exhibition, showing the efficiency of 
the service offered by the World’s Fair Fire 
Department. The insurance men will be taken 
to the Administration building and introduced 
to President Francis. A reception at the St. 
Louis Club will be given in the evening. The 


_committee from the St. Louis Fire Prevention 


Bureau, which will help entertain the visitors, 
are: George D. Markham, George T. Cram 
and Francis D. Hirschberg. 





GENERAL WESTERN NOTES. 


The German of Pittsburg has re-entered 
Iowa. 

The Citizens of Missouri has transferred 
from George E. Tome to J. M. Lucas at Des 
Moines, Iowa. : 

E. S. Freeman, special agent for the Mil- 
waukee Mechanics in Iowa and Nebraska, has 
been in Baltimore for about a month adjusting 
losses for his company. 

The Fort Dodge Underwriters Club has 
been organized at Fort Dodge, Iowa, and most 
of the local agents have joined. Miss Jule 
Downey has been appointed stamping clerk. 


John D. Carpenter, spevial: agent of the 
Queen for Iowa and Nebraska, is making his 
headquarters temporarily in Omaha, and while 
there his home is at 1oor Parke avenue. Mrs. 
Carpenter, whose health has been poor for 
some time, is much improved since going to 
Omaha. 





Investigate our loose leaf expiration system. 

Investigate our loose leaf account current sheet. 

We carry brokers’ loose leaf sheets. 

A good pocket expiration book, 65 cents by mail. 

Our economic pocket expiration book, 55 cents 
by mail. 





LIFE INSURANCE CIRCLES. 


WILL COMPETE WITH FRATERNALS, 











New York Life Sets Out Its “Economic Policy” 
Which Presents Some Interesting 
Features to Agents. 


The New York Life has gotten out its 
“Economic policy,” intended for use in com- 
petition with fraternals. The full description 
of the contract is as follows: 

“This is a new policy intended at the lowest 
possible price to cover purely and simply the 
need of protection to a man’s family against 
the event of his premature death and against 
the event of his becoming a burden through 
old age. In order to make the price as low as 
possible, it has been necessary to eliminate all 
the investment features and all the other at- 
tractive features which the accumulation policy 
gives over and above the merest protection. 

“The low premium is, of course, the first 
and main thing to be considered in connection 
with this policy. 

“The following annual premiums, at some 
ages, are quoted for illustration: . 





AGE. RATE. AGE. RATE. 
SD Minna ceaee oe errr ee $20.96 
OE wre vcdswaeiets OR AE csseswansen 24.50 
OD kunSuts seuss Ese 29.87 
OS iGvanes Tete | ir Cees oat 39.20 

“The policy is not issued at ages above 55. 

“Under the ‘Economic Policy’ the face 


amount of the insurance is payable if the in- 
sured dies at any time before the anniversary 
when his nearest age is 61, and the premium 
continues’ payable in full until the same date. 
At that date the insurance and the premium 
are both reduced one-tenth, and are reduced 
by the same amount each year successively un- 
til at the anniversary nearest the age of 69 the 
insurance for the next succeeding vear is only 
one-tenth of the original amount, and the pre- 
mium is only one-tenth of the original pre- 
mium. 

“One year later (i. e, when the insured 
reaches the anniversary nearest the age of 70) 
the insurance ceases, no more premiums are 
payable, ‘and the insured thereupon receives the 
first annual payment of an annuity, to continue 
for the rest of his lifetime. The amount of 
this annuity is not guaranteed. It will be such 
amount as the company may declare, derived 
from the surplus earned by this class of poli- 
cies. The amount of the annuity will be the 
same per $1,000 of insurance for all persons 
reaching the end of their insurance ( i. e., the 
anniversaries nearest the age of 70) in the 
same calendar year, regardless of the calendar 
year in which they originally insured, or the 
age of the insured at issue. 

“On the assumption that the rates of mor- 
tality, expense, interest and lapse which the 
company is at present experiencing will con- 
tinue, the amount of such annuity would not 
be less than $30 for each $1,000 of insurance. 
The amount of this annuity is not guaranteed, 
but will depend upon the future experience of 
the company with this class of policies. 

“There will be a grace of one month in the 
payment of all premiums, and if the payment 
of premiums is discontinued after three years 
or more from the issue of the policy, the insur- 
ance will automatically continue for a certain 
period stipulated in the policy. There are no 
cash surrender values and no cash options of 
surplus at the end of the insurance. 

“The policy will contain a provision that the 
insured has the right at any time within five 
years after its issue, provided he is not then 
more than fifty years old, to change it to any 
accumulation policy, on either the life or en- 
dowment plan, without medical re-examination, 
on paying the difference in back premiums with 
6 per cent interest. 

“The maximum amount to be taken on this 
plan on any one life is as follows: 

$50,000 for ages 21 to 50 inclusive. 
$25.000 for ages 51 to 55 inclusive. 

“The Economic policy will be issued only 
on first-class lives, and provided the applicant 
is not engaged in any occupation involving an 
increase of the risk.” 





NEW YORK LIFE LOANING AT BALTIMORE. 


The announcement of the New York Life of 
its readiness to make mortgage loans at Bal- 
timore was a source of pleasure to some of 
its field representatives for other reasons than 
because the quick advertisiig was a good 








16 


THE WESTERN UNDERWRITER. 





Match 17. 1904. 








stroke of enterprise. They take it as a sign 
that the company is now looking with more 
favor on mortgage loans than it has been 
showing, and they are glad of this apparent 
change in its attitude. The company has been 
getting its full measure of criticism for its 
management of investments, while other com- 
panies, like the Northwestern Mutual and 
Union Central, are showing fine results from 
mortgage loans, especially those made recently. 
The public, for some reason, likes real estate 
security, and some of the New York Life 
men feel that they would be better armed 
for competition if their company held more 
mortgages. 





EQUITABLE AGENTS IN ASSOCIATION. 





Differences Retween Them and the Cleveland 
Organization Are Adjusted to Satis. 
faction of All. 





As a result of the investigations of the last 
committee appointed to look into the charges 
of rebating against an agent of the Equitable 
Life, the Cleveland Association of Life Under- 
writers passed a resolution exonerating him 
at the meeting last week, and immediately 
Manager M. A. Marks and all his agents with- 
drew their resignations as members and stand 
reinstated. 

About this action is woven an interesting 
story of falsehood on the part of an appli- 
cant for insurance and a series of events fol- 
lowing that misled both the association and 
the Equitable agents. The charge grew out 
of a statement made by a certain physician 
in Cleveland that he had been offered a re- 
bate by the agent in question. This statement 
was afterward repeated to the first inves- 
tigating committee and to several other per- 
sons. When the matter was finally sifted to 
the bottom by the last committee, consisting 
of three as strong anti-rebate men as could 
be found in Cleveland, it was ascertained that 
a sub-agent had done the soliciting. Several 
other matters came along in rotatidn, simple 
enough when explained, but with the appear- 
ance of hostility to the Equitable. The charge 
of rebating was the last straw, and with it 
the whole corps resigned in a body. 

It is admitted that they acted hastily, and 
there would have been little trouble had they 
aided in the investigation. On the other hand, 
the committees of the association were misled 
by the falsehoods of this particular applicant, 
who had, it was afterward shown, endeavored 
to secure insurance from several other com- 
panies at a cut-rate. Piqued because of his 
failure, he probably took advantage of his 
dickering to get the agents into trouble. 

The association is just as bitter against the 
practice of rebating as ever, and will let no 
opportunity pass to punish the guilty, but the 
officers are glad in this case that their long 
and thorough investigation has proved the 
accused innocent and resulted in the rein- 
statement of all the Cleveland agents of the 
company. 





RUMOR OF WARD'S GETTING FINE OFFER. 


Rumors were current on the streets of Co- 
lumbus some time ago that an important exec- 
utive position had been tendered President H. 
H. Ward of the National Association of Life 
Underwriters by one of the large New York 
companies. Mr. Ward was absent in the East 
when the representative of THE WESTERN 
UNDERWRITER called at his office, but it was 
later learned that he had decided to remain 
in Cleveland as Ohio general agent of the 
State Mutual. 


+e ++ 
NOT WITH THE TRAVELERS. 


The announcement made last week that a 
Cincinnati man by the name of Boissard had 
been engaged by the Travelers for its life de- 
partment appears to have been an error. No 
one connected with the Travelers agency ever 
heard of anyone of that name; the newsboy 
on the next corner says he never heard of the 
Travelers; the police decline to discuss the 
matter until it is officially brought to their at- 
tention, and the hackmen on Vine street say 
they don’t care, anyhow. 

The impression grows that there must have 
been some mistake in the name. There’s a 





man named Boggiano in Cincinnati, but he 
runs a restaurant; and a Bogenschutzer, but 
he sells stoves; and a Bos, but he is a liquor 
dealer, and a Brossenne who runs a feed store. 
The only Boissard ever heard of was one by 
that name, who was mobbed at Sand Run, 
Ky., for grave robbing, horse stealing, plun- 
dering the missionary boxes and parting his 
hair in the middle. 
+t ++ 
MISSOURI LIFE BUSINESS 1903 AND 1902. 


The following shows business done in Mis- 
souri in 1903 as compared with that done in 
1902: ‘ 





ORDINARY. 
1903. 1902. 
Policies written -$ 57,612,230 $ 51,368,885 
Policies ceased ..... 29,753,012 > 
In force December 31. 283,479,614 669,75 
Premiums collected... 11,464,670 173,222 
Losses paid ........ 3,394,980 »434,773 
Losses incurred 3,480,724 .434,773 
INDUSTRIAL. 
1903. 1962. 
Policies written -$ 25,697,863 $ 24,879,995 
Policies ceased ..... 17,220,684 18,155,910 
In force December 31. 75,390,428 66,913,249 
Losses incurred . 769,644 ened aie w 
RONG: EE: os oes ces 765,584 670,133 
*STIPULATED PREMIUM. 
1903. 1902. 
RE eee oe $ 2,208,500 Rae 
CD ‘che taeccewrnem 235,955 





In force December 31. 2,628,030 $ 404,420 
Premiums collected .. 11,547 AP rr ee 
Leembes ped 2 wccckes 3,610 
+ASSESSMENT. 

19038. 1902. 
WHER. coccccccsss of See eee 
SE - sow ale aatedace alk 840,000 wwe Sa a 
In force December 31. 20,146,000 $ 18,332,000 
Assessments collected. 164,684 har pee es 
Losses paid ........ 8,000 


*There are only two stipulated premium com- 
panies doing business in Missouri, viz.. the Union 
Life of Indianapolis and the Cosmopolitan Life of 
Freeport, Ill, the jatter of which reinsured the 
risks during the year of the Royal Tribe of 
Joseph, Sedalia, Mo., a fraternal association. 

*There are only two companies on assessment 
life plan licensed in Missouri, Bankers Life of 
Des Moines and Merchants Life of Burlington, Ia. 

++ 


WILL HAVE AGENCY CONVENTION. 

The Conservative Life of Los Angeles is 
preparing for its annual agency convention 
the first week in April. The affair last year 
was highly successful and the entertainment 
and educational features this year promise to 
eclipse those of 1903. 

++ a+ 
BANQUET FOR JACKSON AT DES MOINES. 

Fleming Brothers, general 
Mutual Life of New York for Iowa and 
Nebraska, entertained the life underwriters of 
Des Moines at dinner at the Savery hotel on 
Saturday evening last in honor of J. A. Jack- 
son, of the home office of the company. 
About sixty guests accepted invitations. The 
banquet marked the passing of all unfriendly 
relations among life agents in this community. 

+ a+ 


agents for the 


DIX SUCCEEDS HOLLEY. 


Thos. Q. Dix, heretofore superintendent of 
agencies of the Mutual Benefit Life at Toledo, 
Ohio, has been appointed by the Travelers as 
manager for Hamilton county, succeeding Wm. 
V. Holley, who left recently for the Pacific 


coast, Mr. ‘Dix had been with the Mutual 
Benefit for several years. 
+t ++ 


INDIANA ASSOCIATION AMENDS BY-LAWS. 


On/Monday the committee of the Indiana 
Association of Life Underwriters having in 
charge the revision of the by-laws regarding 
the classes of companies that should be eligible 
to membership, made its report, which was 
adopted. As amended, the by-laws now pro- 
vide that only representatives of companies that 
have been on a legal reserve basis for ten 
years shall be admitted to membership. This 
will exclude the agents of all the Indiana com- 
panies, as well as those of the Fidelity Mutual, 
Security Mutual, Hartford Life, and several 
other companies. 

++ ++ 
DECISION ON INDIANA CASE. 


The Indiana Appellate Court, in the case of 
the American Mutual Life Insurance Company 
vs. Mary Bertram, Elhart, Ind., rendered a 
decision that where a person obtained from 
the company, organized under the laws of that 
State, a policy on the life of his uncle’s widow 


(in which he had no insurable interest) with- | 





out her knowledge, it was void. Where the 
company, with knowledge of the invalidity of 
the policy, by its agent, induced an innocent 
party to purchase an assignment of the policy 
and then accepted payment of premiums for 
several years from assignee (an innocent 
party), the company must refund to such as- 
signee the premiums paid by her. The statute 
of limitations does not run against such claim 
until payment of premiums has ceased and 
demand has been made for their repayment. 
Interest is recoverable only from such demand. 





CLEVELAND ASSOCIATION’S MEETING. 





Arrangements Made for Annual Banquet—Num- 
ber of New Names Added to 
Membership Roll. 





Hubert H. Ward, president of the National 
Association, was the principal speaker at the 
meeting of the Cleveland Association of Life 
Underwriters, held at Hotel Euclid, on Tues- 
day of last week. Mr. Ward gave a brief 
history of his visits to other associations and 
outlined their characteristic features. From 
this list the Cleveland association will be able 
to secure material which will be beneficial in 
future movements. 

Committees were appointed to prepare for 
the annual banquet of the association, to be 
held about the middle of April at Hotel 
Euclid. T. M. Norris, who has proved his 
success as a manager of detail in preparing 
banquets, is chairman of the banquet com- 
mittee and the other members are Arthur 
Bradley, J. J. Jackson, W. L. Smithies and 
John T. Sloan. The reception committee con- 
sists of the following: Harry F. McNutt, 
Nathan Kendall, J. W. Pickard, Jr., A. D. 
Hillyar, H. C. Quigley, H. B. Varnam and 
S. S. Saffold. 

New members taken in at the last meeting 
are: John G. Spencer, Mutual Life; Harvey 
I. Cooke, Penn Mutual; R. A. Wackermann, 
Charles Mueller and E. C. Young, New Eng- 
land Mutual; Jonas Gross, Connecticut 
Mutual. 





LIFE APPOINTMENTS. 
OHIO. 

Canada—Putnam G. Nutter, Leipsic. 

Columbian National—Wm. A. Wasson, 
bus. 

Ilome—-Wm. FE. Cleveland and John Willis. [ron- 
ton; R. R. Mortland, Scio. 

Massachusetts Mut.—S. Agnes Dougan, Akron: 


Colum- 


Wm. F. Fail, Bucyrus. 
New England Mut.—F. A. Onstine, Cleveland; 


James Miller, Bucyrus ; 
D. W. Besaw, Akron. 

New York—C. W. Thomas, Cincinnati. 

Northwestern Mut.—F. . Caine, Martin's 
Ferry: McPherson Mowrystown; A. N. 
Loomis, Jefferson. 

Security Mutual-—Sylvester 
James N. Vance, Dayton. 

State Mutual—John W. Upton, Toledo. 

MICHIGAN. 

Hartford—F. Van R. Woodford, Detroit; C. B. 
Dennis, Detroit; W. C. Mallory, Elwell; 7. A 
MeLacklan, Grand Rapids; W. White, Port Huren 

Illindis—D. W. Lamont, Port Huron. 

Mass. Mutual—Jas. W. Bailey, Leslie. 

Mutual Benefit—R. C. Himebaugh, Burr 
G. A. Grant, Saginaw. 

National, Vt.—Chas. L. Brown, Grand Rapids. 

New York Life—J. W. Kesler, Daggett; F. HU. 
Foote, Manistique. 

Northwestern National—Ben W. Ware, Iludson 

Phenix Mutual—Jas. S. Norris, Detroit. 

Prudential—Albert Rosoff, Detroit; M. J. Ryan, 
Escanaba. 

Union Central—A. T. Stark, Allegan. 
WISCONSIN. 
Equitable—Gilbert S. Rice, Whitehall; Edward 

C. Vig, Viroqua. 

Home—aAthol Wynne, Shell Lake. 

Minnesota Mutual—Thomas F. Martin and Otto 
E. Heim, Milwaukee. 

Mutual Benefit—Thomas C. Runkle, New Rich- 
mond. 

Phenix Mutual—Jules Girardin, Chicago, IIl.; 
B. Eliswarth Ellis, Milwaukee. 

Travelers—Alva E. Fraser, Waukesha. 

Union Mutual—Charles Haid, Hudson; George 
H. Steimle, Madison; Matthew Whipple, Oshkosh. 
MISSOURI. 

Home Life—Chas. C. Bundy, Harrisonville; John 
B. Waddill, Springfield (formerly with Massa- 

chusetts Mutual): John J. Suter, Palmyra. 

Massachusetts Mutual—Wm. T. Crayeroft and 
Chas. L. Scott, Kansas City. 


byron G. Gilbert, Findlay ; 


Purdy, 


Massie, Ironton: 





Oak ; 





Provident Savings——J. F. Buffington, Andrew 
Hartmann, Herman Herzog, John N. Hutcherson, 


Rebert Horn, F. H. Phillips and Guy M. Withers, 
St. Louis. 
INDIANA. 

Atna—Azel F. Kune, Union; Miss Jennie B. 
Thompson, Franklin; Ernest BE. Arnick, Scipio : 
Wm. W. Conrad, Leavenworth ; J, B. Slater, Wash- 
ington, 
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Equitable, Ila.—S. B. Daubenheyer, Correct. 

Hartford-——Winfield_ §. Cassell, Indianapolis ; 
John Fox, Morristown; Chas. A. Reagan, Indian- 
apolis. 

Home—Alfred D. Owen, Evansville; Mrs. Alice 
G. Huron, Fort Wayne. 

New York—William C. Day, Westfield; Chas. U. 
Smith, Princeton; Miss J. R. Cross, Elkhart. 

Union Central—Harry D. Gresham, Columbus ; 
F. T. Betts and R. T. Betts, Allen County. 

MINNESOTA. 

Ai‘tna—Frank BE. Bradley, Duluth; Jas. Car- 
michael, Hibbing; M. D. Crawford, Minneapolis ; 
Cc. L. Dempster, Lake City; F. E. Dubdal, Elbow 
Lake; Wm. Ferris, Minneapolis; Frederick 
Fleckenstein, St. Paul; George F. Foster, Little 
Falls; Hans B. Haroldson, Minneapolis; August 
Hohenstein, St. Paul; F. E. Holcombe, Stillwater ; 
Nels J. Kanlum, Fergus Falls; Chas. McGregor, 
Detroit; Frank A. Meck, St. Paul; J. Edward 
Myers, R. S. Morris and John M. Patrick, Minne- 
apolis; H. L. Shirley, Breckenridge; Jacob Zuck- 
mayer, Winona. 

Equitable, Ia.—H. E. Aldrick, St. Paul; 
Gamble, Fairmont; F. A. Eger, Minneapolis: 
Finch, F. a Hanson, Albert Lea; W. 
Lyle; E. Hezzlewood, Foxhome. 

Fidelity Mutual—Henry G. Fisk, Duluth. 

Michigan Mutual—Robert J. Taylor, Eveleth. 

Mutual—Wm. P. Ladd, H. B. Johnson, St. Paul. 

New York—Louis McCall, Minneapolis; O. J. 
Larson, Rushford; H. J. Thompson, St. Paul; ¢ 
J. Kopankiewicz, Austin ; Chas. F. Serline, Mora. 

Provident Savings—Joseph Stout, G. K. Clark, 
Minneapolis. 

Prudential—George L. Austin, Fergus Falls. 

Travelers—Allen E. Hathaway, Duluth. 

United States—Joseph Galles, New Ulm. 

Union Central—George E. De Forest, 
Jones, Minneapolis. 


WwW. Cc. 
H. C. 
R. Hunter, 


Wm. O. 





PECULIAR OLD TIME LOAN CONTRACT. 





Borrower Has the Money but Cannot Pay the 
Note Because the Money Came From 
the Wrong Source. 





The Bluffton (Ind.) correspondent of the 
Indianapolis News sent the following interest- 
ing story to his paper under date of Febru- 
ary 26: 

“Jonathan McFarren, a farmer, living south- 
east of the city, has just learned of a peculiar 
contract he signed eighteen years ago without 
knowing it at the time, and the result may be 
a lawsuit. At that time McFarren borrowed 
several thousand dollars of the Union Central 
Life Insurance Company, giving a mortgage 
on his farm. 

“On the note it was stipulated that he 
should never pay off the loan except with 
money realized from the sale of either hogs, 
cattle, hay, grain or the farm itself. He did 
not know that such a clause was in the note 
until a short time ago, when he sent $1,300 
to the company to pay off the loan. The com- 
pany refused to accept the money unless he 
would make affidavit that the money had been 
received from the sources specified in the note, 
which McFarren is unable to do. 

“The note bears 7 per cent interest, and the 
clause concerning payment was made, it is sup- 
posed, to prevent McFarren from borrowing 
the money elsewhere to pay off the loan in 
case he was ever able to get the money at less 
than 7 per cent. In the eighteen years he has 
paid in interest the face of the loan one and a 
half times. Mr. McFarren gets a royalty from 
oil and does not farm extensively, so it will 
be hard for him ever to raise enough money 
from farm products to pay off the loan, and it 
would be a great sacrifice for him to sell the 
farm.” 





FIDELITY MUTUAL MAKING GAINS. 

The Fidelity Mutual started the year by 
loing the largest January business in the 
company’s history, exceeding the production of 
he same month last year by nearly 21 per 

nt. Vice-President McKnight is making a 

ur of the western agencies, getting some 
ew general agents and stirring the regular 
gents up to put on more steam. The com- 
any has set out to write from $35,000,000 to 

{0,000,000 this year. 

++ +4 
SUING ON AN INDUSTRIAL POLICY. 


A case connected with an 
policy is the subject of some interest at 
orain. It appears that some time in last De- 
ember a citizen of Lorain made application 
foran industrial policy, was accepted, and be- 
zan the payment of the weekly premiums. The 
next week after the application was made the 
applicant was taken with typhoid fever. He 
paid three weeks’ premiums in regular course, 
but finally died before the policy was deliv- 
ered. His widow was called upon to furnish 


industrial life 





proofs of death, which she did in due form. 
Had the policy been delivered the beneficiary 
would have been entitled to $60 according to 
its terms. It is understood that nothing has 
yet been paid, and the beneficiary is suing for 
the payment, as the policy was issued and for- 
warded to the Lorain agent’s office about a 
week before the insured died. 





WILLRECOMMENDALTERATION INLAW 


Indiana Auditor Desires to Reach Some of the 
Special Charter Companies that 
Evade the Law. 





State Auditor Sherrick of Indiana will rec- 
ommend, in his annual report, some changes 
in the Indiana insurance laws. He will ask 
for the repeal of the act of 1883, under which 
companies were organized that claim they are 
free from supervision by the department. 
There are life insurance companies organized 
under this law that will accept almost any kind 
of risk, he says. In their contract they have 
the unimportant parts in large type and the 
very important part (to the insured) in small 
type. Usually the latter is not brought to the 
notice of the victim until he makes his claim 
at the maturity of the policy. Auditor Sher- 
rick says that there are less than a half dozen 
of these companies in Indiana now, and that 
they ought to be brought under the control 
of the department ,or be forced out of business. 





H3NNER CASE TO BE REOPENED. 

The Ohio Supreme Court has consented to 
the reopening of the case of the A*tna Life and 
National Life of Vermont against Louis Han- 
ner, administrator of the estate of Charles 
Hanner. The deceased had $5,000 insurance 
in each company and, according to the coroner’s 
verdict, committed suicide. The companies re- 
sisted payment on this ground, and the court 
held against them. This was the case that gave 
rise to the report that the court held the suicide 
clause invalid, while, in fact, judgment was 
rendered on a technicality in the evidence. 


++ ++ 


HONOR MEN OF NATIONAL, U. S. A. 

McClintock & Smith, general agents of the 
National Life, U. S. A., head the honor roll 
of the company for January both in volume 
and premiums. George R. Child, southern 
agency director, covering Texas, Oklahoma 
and Indian Territory, is second on both lists, 
while E. C. True, manager for Wisconsin at 
Milwaukee, and De Forest Bowman, superin- 
tendent for Iowa at Des Moines, are found in 
high places. 

++ ++ 
INSURES FOR TIME AND ETERNITY. 

Harry W. Tenney has accepted the agency 
for the American Book and Bible house and 
also the Penn Mutual Life & Fire Insurance 
Company and will have his office at 91 Doug- 
las avenue.—Freeport (Ill.) Journal. 

++ ++ 
RETALIATION IS THREATENED. 

The Kansas insurance department has sent 
representatives to Craw yfordsville, Ind., to make 
an examination of the affairs of the Tribe of 
Ben-Hur. The supreme officers of the order 
informed the westerners that they were free 
to make an investigation, but that the order 
would nof pay for it, as the Indiana depart- 
ment had just finished an examination. They 
wired the Kansas commissioner for instruc- 
tions. He answered: “Make the examination. 
If order does not pay for it, will revoke their 
license.” The Indiana insurance department 
was notified of the situation by the officers of 
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the fraternity and will notify the two Kansas 

fraternal orders that are doing business in In- 

diana that their licenses are suspended until 

such date as the Indiana department may find 

time to make an examination of their affairs. 
++ +e 

TO BE TRIED FOR ‘‘DISAPPEARING."’ 


A somewhat peculiar case has been set for 
trial in Dallas, Tex., for April 5. William A. 
Hunter, an Ohio man, moved to Texas sev- 
eral years ago and insured his life for $15,000 
in the Fidelity Mutual. Later he disappeared 
under circumstances that looked as if he had 
fallen into a river. His sister finally collected 
the insurance after suits, the company pro- 
ducing a witness to prove having seen Hunter 
at Nashville, Tenn., after his disappearance 
from Texas. Last April Hunter was arrested 
it Alabama and has since admitted his identity, 
but said he did not think he violated a law 
when he disappeared and allowed his sister 
to collect his insurance. He has been removed 
to Dallas, Tex., for trial. 





ANOTHER BUILDING CONCERN FAILS. 





American Home Assurance Company of Chi- 
cago Has Been Placed in the Hands 
of a Receiver. 





A receiver has been appointed for ‘the 
American Home Assurance Company of Chi- 
cago. This is one of the numerous co-opera- 
tive house-building enterprises that have flour- 
ished in different States of the West. Al- 
most all have been conducted in a fraudulent 
way, and have been counted merely as schemes 
to make a living for the promoters. The at- 
torney-general of Illinois began a campaign 
against these concerns. The method was to 
arrange for its patrons to buy lots and build 
hefises, to buy farms and to pay off mort- 
gages on lots. Subscribers paid an install- 
ment every month for a time, and then, when 
the house building began, the installment was 
doubled until it was paid. These concerns 
purported to have three funds—expense, re- 
serve and home. The outcome has been that 
about all the money went into the expense 


fund. They sent out circulars all over the 
West, and many innocent parties were in- 
duced to enter into a contract with them. 


None of them have proved a success, and 
nearly all have been managed by shysters. 





TOLEDO LIFE MEN ELECT OFFICERS. 





Thomas J. Stewart of the Prudential Becomes 
President —Association in a Flourish- 
ing Condition. 





The Toledo Association of Life Under- 
writers held its annual meeting last week. 
After a banquet, at the Spitzer Cafe, officers 
were elected as follows: President, Thomas 
J. Stewart, superintendent of the Prudential ; 
first vice-president, J. J. Mooney, associate 
state manager of the Michigan Mutual; second 
vice-president, Charles E. Holt, manager of the 
Mutual Life; secretary and treasurer, R. E. 
Ferguson, special representative of the Mu- 
tual Benefit; executive committee, George W. 
Farley, general agent of the Equitable of 
Iowa; W. C. Longenecker, superintendent of 
agencies of the Mutual Benefit; J. S. Atkins, 
Michigan Mutual. 

The reports of officers showed the associa- 
“ ry be in a very flourishing condition. 

Briggs, general agent of the Pruden- 
tial Mon N. Nettleship, superintendent of 
the Metropolitan, and W. C. Longenecker 
were elected to membership. 

J. Mooney was chosen to represent the 
association at the midyear meeting of the Na- 
tional executive committee at Philadelphia. 





WORKING IN THE WEST. 


Wilson Williams, manager of the Security 
Mutual for Maryland and Delaware, is at 
present doing special work for the company 
in the West. The company’s Baltimore of- 
fice was destroyed in the fire, and it was 
deemed advisable to give up active work for 
a short time until new offices could be secured 
and conditions become more nearly normal. 
The company has now taken new offices at 
109 West Lexington street, Baltimore, much 
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more desirable than its old ones, but Mr. 
Williams is getting along so well in the West 
that he will probably not go back to his old 
field for a couple of months. 





NEW OFFICERS OF MUTUAL OF ILLINOIS 





LaVerne W. Noyes Takes Presidency’and Will 
Get a Competent Underwriter and Push 
the Company to the Front. 





At a meeting of the trustees of the Mutual 
Life of Illinois, held last Friday, the follow- 
ing officers were elected: President, La 
Verne W. Noyes, of the Chicago Aermotor 
Company; first vice-president, Davy S. Pate, 
of D. S. Pate & Co.; second vice-president, G. 
W. Drake, of Caldwell & Drake, Columbus, 
Ind.; secretary and treasurer, E. C. Brainard, 
of the American Macaroni Company; counsel, 
H, S. Duncombe; medical director, Dr. Thos. 
E. Roberts, of Oak Park, Ill.; executive com- 
mittee,’E. B. Blinn, D. S. Pate, R. M. Wells, 
'Y L. Hamilton; finance committee, John Mc- 
Laren, J. F. Taylor, L. W. Noyes; agency 
committee, A. E. Evans, R. D. Deutsch, G. 
W. Caldwell. 

Roy M. Marsh, who came to the company 
from the Farmers & Mechanics of Gales- 
burg, which it reinsured, will continue to be 
superintendent of agencies, as he has been for 
some weeks past. At present he is also acting 
as underwriter. President Noyes, however, is 
looking for a high class man to take, charge of 
the underwriting of the company. He will not 
appoint one until he can find a man that is 
thoroughly competent to handle the work and 
develop the company into a big proposition. 

During the period of reorganization business 
has continued to come in nicely. The com- 
pany now has an administration the different 
members of which are in full harmony with 
each other. President Noyes, while not an 
insurance man, is a successful and energetic 
business man and is determined to make the 
company go to the front. 

It is understood that D. R. Forgan, the Chi- 
cago banker, who resigned from the board of 
trustees some time ago because he was not 
in harmony with the administration of Presi- 
den Riggs, has signified his willingness to be- 
come a member of the board again. 





LIFE NOTES. 


Dr. J. L. Gaston, formerly of Bowie, Tex., 
becomes district agent of the Home Life at 
Guthrie, Okla. 

The many friends of Moore Sanborn of the 
Security Trust & Life are pained to learn 
of the death of his wife. 

George H. Stephenson has been appointed 
district manager of the Security Mututal for 
the territory around Newark, Ohio. 

William W. Watts has been transferred 
from Utica, N. Y., to the position of agency 
director for the New York Life at Detroit. 

C. B. Weller, district superintendent of the 
Metropolitan Life, will remove his headquar- 
ters April 1 from Manistee to Traverse City, 
Mich. 

The Federal Life wrote in Michigan last 
year $144,500 and received in premiums $s, 119. 
At the end of the year it had in force in the 
State $219,100. 

The Kansas City Life wrote in Missouri 
last year $1,146,700, had $550,700 terminated, 
collected $099,604 in premiums and incurred 
$9,295 in losses. 

Alexander J. Lacey, who for a long time 
represented the Union Mutual in West Vir- 
ginia, has gone with the Security Mutual in 
the same territory. 

Isaac B. Snow, superintendent of agencies 
of the Massachusetts Mutual for the West, 
will leave in a few days for the Pacific coast 
to take a rest for a month. 

F. A. Landers has been promoted from as- 
sistant cashier of the Equitable of New York 
at Des Moines to cashier at Fort Worth, Tex. 
He was formerly a Cincinnati man. 

The Illinois Life wrote $458,130 of new busi- 
ness in Missouri last year and assumed $1,039,- 
165 of Kansas Mutual business, received 
$62,400 in premiums and incurred $14,500 
in losses. 

The report that the Canadian government 
had sent a representative to Indianapolis to 
make an examination of the State Life was 
unfounded. It was based on the presence in 








Indianapolis of a representative of a Toronto 
bank, which has a hundred branches in the 
Dominion. He was there to make a reciprocal 
arrangement with the company in relation to 
its business in that country, where it was li- 
censed about three weeks ago. 

The Illinois Life has completed the transfer 
of the Kansas Mutual business and moved all 
the records and most of the office force to 
Chicago. Only three men remain at the To- 
peka office. 

William R. Lane, general agent of the Na- 
tional of Vermont at Lexington, Ky., gave a 
banquet last week in honor of Superintendent 
of Agencies Estee of that company. About 
ten were present. 


The Royal Arcanum will have a great initia- 
tion of members at Chicago on March 31. 
Over 2,500 candidates are in the class. Offi- 
cials of the order from other parts of the coun- 
try will be present. 

The annual report of the Royal Arcanum 
shows that assessments collected during 1903 
amounted to $7,505,892: and death claims paid 
$7,323,541. Unpaid death claims at the end of 
the year amounted to $733,750. 

Seymour M. Ballard, controller of the New 
York Life, has been elected one of the secre- 
taries of the company in place of the late 
Charles C. Whitney, Isaac E. Gillies, for 
twenty years with the company, succeeds Mr. 
Ballard in the controller's department. 

H. W. Hutchins, general manager of the 
National Life of Vermont for Cincinnati and 
surrounding territory, gave a dinner to about 
a dozen of his agents a short time ago at Cin- 
cinnati. E. H. Hamlin of the firm of Olm- 
sted Bros. & Company of Cleveland was a 
guest. 

Wilkie A. White, district manager of the 
Illinois Life, will remove from Petoskey to 
Traverse City and has purchased a home 
there. Part of his upper peninsula territory 
has been detached and several counties in the 
vicinity of Manistee added. Mr. White is a 
member of the One Hundred Thousand Dol- 
lar Club of Michigan. 

The American Central Life of Indianapolis 
reports a net increase in issued business for 
January and February of 75 per cent over the 
corresponding period of last year. An officer 
says sO many requests and applications for 
agencies are coming in trouble is experienced 
in taking care of them and giving the requests 
the attention they should have. 

A few days ago a case was on in Denver, 
where Mrs. L. B. Hazen, an agent of the 
Mutual of New York, brought suit to collect 
about $300 commission on a policy the ap- 
plication for which she claims to have “lent’’ 
to another agent to make up a bonus allot- 
ment. She claimed he sent in the application, 
but refused to give her the commission. 





DISCUSSES LOCAL CONDITIONS. 
(Continued from Page 9.) 


commissions, and thus offering some compe- 
tition to the local companies. 

The rapid gains in premium receipts by a 
few agencies have given rise to considerable 
comment and suspicion as to the means em- 
ployed to secure the business. 


Will Conditions Improve ? 


Honesty cannot be legislated into people 
that will use almost any means to make a 
dollar; so the question arises, Will conditions 
materially change for the better until rates 
are so adjusted as to eliminate “preferred” 
risks entirely? Is it fair to collect a premium 
on one class of risks on which a company will 
allow a commission of 15 per cent and then 
consider it a favor to the agent to carry the 


risk, while on another class 40 per cent com- | 


mission will be offered, with loud calls for 
more? 

Some of the Chicago managers and a few 
others have sought to have rates cut in two 
on dwellings and small stores in the outlying 
districts, but the local companies do not like 
to have rank outsiders interfere with their 
private snap, and promise to make things in- 
teresting in case any radical reductions are at- 
tempted. A reduction averaging about 12% per 
cent was made in dwelling rates some six 
years ago, and another similar reduction will 
probably be made. More could easily be writ- 
ten, but I have already written more than I 
intended to, so I can only ask you to pardon 
an old fellow’s garrulity. 

SUBSCRIBER. 





AMONG THE CASUALTY MEN. 


BOILER INSURANCE IS 





INCREASING. 





Statistics Show a Steady Growth Divided 
Among Companies About in Compar- 
ison to Volume of Business. 





That boiler insurance is gradually increas- 
ing in volume is shown by the following sta- 
tistics, taken from leaflets published by the 
Hartford Steam Boiler Inspection & Insur- 
ance Company, showing the premiums col- 
lected on that class of business by the various 





companies writing it during the past two 
years: 
1902. 1903. 

Hartford 8S. B. ....$1,224,011.37 $1,314,282.97 
Fidelity & Cas..... 309,807.66 335,501.74 
Maryland Cas. .... 68,931.76 81,665.23 
U. S. Casualty .... 39,133.29 39,523.50 
Ocean Acci. & Guar. 34,147.10 40,575.07 
Philadelphia Cas... 3,400.86 9,134.31 
Cas. Co. of Amer... oes watee 20,169.13 

$1,679,432.04 $1,840,851.95 


In both years it will be seen that the Hart- 
ford Steam Boiler has written about three- 
fourts of the entire amount of this class that 
has been written. The company has a rate of 
1 per cent for three years, which charge is 
mainly to cover inspections. Boilers are in- 
spected at least three times a year, and if any 
accident occurs between inspection the com- 
pany stands responsible for loss either to per- 
sonal property or of life. This is the only 
line the Hartford writes. About the same in- 
crease as is shown in 1903 above 1902 comes 
each year, and that increase seems to be 
evenly divided between the companies in com- 
parison with the amount of business written. 
The Casualty Company of America, although 
in its first year, made a good showing on this 
class in 1903. 





DEATH OF COLONEL THORPE. 


Col. A Thorpe, manager of the United 
States Coaising in Cincinnati, died last week. 
He was one of the old school insurance mtn. 
George G. Gerrish of Chicago was the first 
agent of the old United States Mutual Ac- 
cident appointed, and Mr. Thorpe was the 
second. Mr. Thorpe was the first man who 
subscribed for the Ohio Underwriter, of which 
Tue WESTERN UNDERWRITER is the outgrowth. 

++ + 


SURETY COMPANY IN A BAD WAY. 


Action has been taken to place the Union 
Surety & Guaranty Company of Philadelphia 
in the hands of a receiver. This company 
was organized in 1899, and has got into trou- 
ble over the failure of some contractors it 
bonded. The company was required to fin- 
ish the work of two contractors, which cost 
it a large amount of money. Last Decem- 
ber the capital was impaired $140,000. It 
was reduced to $112,500, and the stockholders 
voted to increase the capital again to $250,000. 
None of the subscribers have paid in the full 
amount. 

at at 


RATE-CUTTING CHARGED. 

Several representatives of companies doing 
a liability business in Ohio charge the Trav- 
elers with cutting rates. One of them says 
that where the Travelers does cut it cuts deep, 
while the 7Etna appears to be shaving con- 
ference rates a little on many lines. It is 
generally conceded that the Ocean is stiffening 
on rates, and there is not the complaint about 











The Washington Lite les, 0. 


OF NEW YORK 


If you can successfully manage a 
limited number of counties in Ohio, 
Kentucky or West Virginia and 
want a General Agent's contract, 
address immediately, 


Washington Life Ins. Co. of New York 


CENTRAL DEPARTMENT 
Suite 604-610 Union Trust Building, CINCINNATI, OHIO 
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it that was heard a year ago. The Travelers 
is a law unto itself. It makes rates largely 
on its own experience and is not like the 
young companies in the business, that gen- 
erally cut rates till they get some business, and 
then come up to conference rates. No change 
in the Travelers’ tactics may be expected un- 
less its experience makes such a change de- 
sirable. 





EXAMINATION OF NATIONAL SURETY. 





Report by New York Department Is Given Out 
Showing the Condition of the Com- 
pany on January 30. 





The report of the examination of the 
National Surety to verify the statement of 
December 31 and covering the further 
period to the close of business on January 
30, has been issued. The examiner found 
the annual statement correct in all par- 
ticulars. On January 30 the total admitted 
assets were $1,627,901.51, consisting in part of 
real estate owned, $136,000; bonds and stocks 
(market value), $1,040,335; cash, $282,373; 
premiums in course of collection, $146,914. 
The liabilities consisted of $112,991 of re- 
sisted and unadjusted claims; unearned pre- 
miums, $489,864; trust funds, suspense ac- 


count, etc., $120,577; reserve to cover depre- | 


ciation of ‘assets, etc., $200,000; capital stock, 
$500,000; net surplus, $204,470. Stock of the 
Commonwealth Trust Company of a par value 
of $25,000, which the examiner states is worth 
at least $15,000, is not included in the assets, 
and $35,000 for reinsurance in a company not 
admitted to New York, could not be deducted 
from the liabilities under the law, so the con- 
dition of the company is really $50,000 better 
than the technical report shows. 





CASUALTY APPOINTMENTS. 
MICHIGAN. 

General Accident, Scot.—W. H. Harris, Cadillac ; 
Wm. Flams, West Bay City. 

Standard Benefit Assn.—W. H. Curry, Fair- 
grove; H. C. Wickham, Oakley; J. V. Brockway, 
Owosso; G. L. Barber, Rose City; Chas. Cholger, 
Rose City; F. 1. Carpenter, Saginaw. 

INDIANA. 

Cas. Co. of America—Strauss Bros. & Co., 
Ligonier; Homer K. Clark, Bluffton; Watkins & 
Morgan, Huntington; I. H. C. Royse Company, 
Terre Haute; Kirkpatrick & Brown, Muncie. 

Fidelity & Casualty—Union Trust Company, In- 
dianapolis; Richard Shute, Richmond; Snyder & 
Parker, Plymouth; Lionel Larkin, Mt. Vernon. 

National Surety—Robert M. Washburn, Bour- 
bon; Bankson & Burns, Otterbien; John H. Kip- 
linger, Rushville; Berle E. Taylor, Fremont; Peter 
B. Monical, Bedford. 

Travelers—Wm. H. Charnley, Goshen; Frank D. 
Cobb, Aurora; Wilson J. Hole, Elizabethtown ; 
Levi W. Hulings, Indianapolis. 

U. S. Casualty—Harry A. Bugh, Terre Haute. 

MINNESOTA. 

Cas. Co. of Amer.—O. A. Bines, Winona. 

New Amsterdam Cas.—H. G. Benton, Minneapo- 
lis; Nelz Martenson, Wayzata; M. F. Smith, Litch- 
field; G. M. Happ, Lake Park. 

++ ++ 
THINKS A MISTAKE IS MADE. 


The following letter was received recently 
from a local agent: 

“I think the accident companies make a 
mistake when they send a ‘special’ out to work 
with a local agent and permit him to write 
up new business by saying to the prospective 
risk: ‘We will make your application date 
from to-day noon. It does not cost you a cent 





for thirty days. Then you can pay the local 
agent the amount of the premium.’ Now, 
there is not a man in a dozen who would not 
accept a proposition of that kind—thirty days’ 
insurance for nothing. When the agent tries 
to collect the premium the risk surrenders his 
policy, saying he does not want insurance. It 
shows up in a bad way for the agent with 
the company when he cancels so many poli- 
cies. It is a good thing to give credit for 
thirty days sometimes, but the company should 
have some protection and should also protect 
its local agents from the errors of the spe- 
cials.” 


++ ++ 
PLATE GLASS IN OHIO. 

The condition of plate glass rates in Ohio 
can be seen from the following figures given 
by a general agent, reported to him from three 
different cities in the State: At Toledo a risk 
was rated in the manual at $118. One com- 
pany bid on it at $57 and another got it at $35. 
In another place the manual rate on a risk 
was $100. The Philadelphia Casualty bid $60 
or $65, but the Lloyds took the risk at $50. 
Another risk was rated at $152. One company 
bid $90, but another company cut to $60 and 
got the business. The rates are so badly de- 
moralized that some companies have instructed 
their agents to make no effort to get the busi- 
ness, as they have no desire for it. 

ts aad 
INDUSTRIAL ACCIDENT BUSINESS AFFECTED. 

With the recent change in industrial condi- 
tions some general agents who have been writ- 
ing a large industrial accident business are 
experiencing a shrinkage in collections. Con- 
siderable of this business has been written on 
a plan similar to railway instalment insurance, 
paymasters of large shops doing the collecting 
and remitting monthly to the general agent. 
Many of these shops are now running only 
part time or not at all, and remittances from 
paymasters are reported in some instances to 
be only half what they have been. 

7 ++ 


CONTRACTORS LIABILITY POLICIES. 

Regarding the writing of contractors’ lia- 
bility policies, the Fidelity & Casualty says: 

“Experience demonstrates that the most sat- 
isfactory method of covering the risk of a 
building contractor is to write a policy for 
each separate contract. When this is done 
the policy may be so drawn that it will accu- 
rately represent the exposure. 

“Many contractors ask for special policiss 
on each job, in order to keep track of its 
cost, liability premiums nowadays being con- 
sidered as much of an element in the cost of 
construction as the outlay for material and 
labor. 

“Blanket policies are usually satisfactory 
when industrial operations are carried on in 
ways that are practically alike in all indus- 
tries of the kind. One shoe shop or one 
cotton mill does not vary greatly from an- 
other shoe shop or cotton mill. But no two 
contracting jobs are likely to be exactly sim- 
ilar as respects exposures. 

“Good underwriting, moreover, requires the 
careful tabulations of risks with strict regard 
to right classifications. It would be absurd to 
put the exposure in work on a country cottage 
along with that on the erection of a steel- 
frame building. This is an extreme example, 





but it illustrates our point. So far as possible, 
then, we ask our agents to make a separate 
application for each particular job of their 
contractor clients.” 

ad « ~~ 


INCREASED LIMIT CUTS LITTLE FIGURE. 


Employers’ liability companies find that the 
increased limit for death, as passed by the re- 
cent Illinois law, caused agents and brokers 
to secure the required limit at the higher price 
for a short time, but now the business has set- 
tled down to its normal and the regular $5,000- 
$10,000 policy is being written. Even where 
there is no limit, this combination is taken al- 
most exclusively. When the Illinois law was 
passed brokers urged the assured to take the 
$10,000-$20,000 policy at the increase of 60 per 
cent over the regular rate. 





CASUALTY NOTES. 


W. E. Barton of Indianapolis has been ap- 
pointed general agent of the New Jersey Plate 
Glass, recently admitted to Indiana. 

The United States Health & Accident re- 
ceived: 782 applications on February 22, the 
largest day’s business in its history so far. 

The United States Health & Accident has 
just sent out the first issue of its new agency 
paper, known as “U. S.” Agents’ Record. 

The Central Accident has appointed Ira W. 
Bellows, until recently general southern agent 
of the C., H. & D. Ry., as general agent at 
Cincinnati. 

Montgomery & Funkhouser of Chicago se- 
cure the general agency of the Federal Union 
Surety, S. M. Hilligoss, the Chicago manager, 
taking charge of the firm’s bonding depart- 
ment. 


George E, Black, assistant manager of agen- 


| cies’ James B. Jackson, representative of the 


liability claim department, and E. D. Boldman, 
manager of the accident department for Ohio, 
all of the Travelers, were at the Cincinnati 
office of the company last week. 





Morocco document cases, full leather, 80 cents 
by mail. 
Investigate our card index system. 








Low one-way rates from Cincinnati via 
Big Four Route on sale daily, March 1st 
to April 30th, 

Only $39 to Portland, Seattle, Tacoma, 
Vancouver, San Francisco, Los Angeles, 
San Diego and many other points in 
Washington, Oregon, California and 
British Columbia. 

Only $36.50 to Spokane, Walla Walla, 
Wenatchee and many other points in East- 
ern Washington. 

Only $35 to Billings, Helena, Butte, 
Anaconda, Ogden, Salt Lake City and 
other points. 

Three trains a day via Chicago, Peoria or 
St. Louis. Only line with a noonday train 
via St. Louis. All lines from Southern 
States make connection with the “Big 
Four” in Cincinnati in the Union depot, 
avoiding any inconvenient transfer. For 
full information call on or address the 
undersigned. 

Warren J. LyNcu, 
° General Pass. and Ticket Agent, 
J. E. Reeves, 
General Southern Agent, 
Cincinnati, Oho. 

















JOHN H. HOLLIDAY, President. 





The Indianapolis Fire Insurance Company. 
Capital paid up in cash, - $200,000.00. 
H. C. MARTIN, Secretary. 


Summary of Annual Statement, December 31, 1903. 


Superior 


Insurance Supplies 





The Western Underwriter Co. is now the headquarters for 
the insurance supply trade. We have all blanks and 
books used by companies, general agents, field men, local 
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Gross Assets....... SACS ecb ECAs 42's O29 oo.ncee 0.0 ffas$700 agents, brokers or adjusters. Our line of blanks is most 
Reserve for unearned premiums. . ee $161,005.92 complete. We quote prices on quantities of goods. Se nd ; 
Reserve for unpaid losses ..... ey eer eee 15,611.00 to us for suggestions as to equipping your office. a 
Reserve for all other liabilities. ..... kowcdns 2 1,156.36 
Total liabilities except Capital Stock........ $177,773-28 THE W ESTE RN UNDERWRITE R co. 

Se ORE T Se ere Oe Tce 200,000.00 


164 La Salle Street, 
CHICAGO. 


Phone M. 2914 


Johnston Building, 
CINCINNATL 


Phone M,. 2077. H 


Surplus over Capital Stock and all other liabil- 
ee eRES isesiebeas sasentessdse 104,784.32 
RR Pee eer er or rrr rrr $482,557.60 




















THE WESTERN UNDERWRITER. 














ASSETS (Market Values), 

Jan. 1, 1904, $87,458,889.12 
LIABILITIES, N. J. & N.Y: 

Standard, $80,748,046 91 
SURPLUS, $6,710,842.21 


Policies Absolutely Non-Forfeit- 
able After Second Year, 


WANTED—Reliable and energetic 
Agents. . For particulars, address 
the Company direct, or either of the 
State Agents, whose name, address, aud 
territory are given herewith. :: :: :: 

















THE 


Mutual Benefit 


LIFE INSURANCE 
COMPANY, 
NEWARK, N. J. 


DREWRY & McNULTY 


State Agent for Ohio, 
Office, Ingalls Bldg., 
CINCINNATI 








Frederick Frelinghuysen 


President 





A. S. JOHNSTON 
State Agent for Michigan, 
Office, Campau Bldg., 
DETROMT 





IN CASE OF LAPSE the Insurance 
is CONTINUED IN FORCE as long as 
the value of the Policy will pay for; 
or, if preferred, a Cash. or Paid-up 
Policy Value is allowed. After the 
second year, Policies are INCON- 
TESTABLE, and all restrictions as 
to residence, travel or occupation 
are removed. 





The Company agrees in the Pol- 
icy to Loan up to the Cash Surren- 
der Value, when a Satisfactory as- 
signment of the Policy is made as 
collateral security. Losses paid 
immediately upon completion and 
approval of proofs. 














Provident Savings Life Assurance Society 


OF NEM YORK. 
EDWARD W. SCOTT, President. 


THE BEST COMPANY FOR POLICY HOLDERS AND AGENTS. 





Successful Agents, and Gentlemen Seeking Remunerative Business Connections, May Apply to the Head 


Office, or any of the Society’s General Agents. 








City of Chicago Bonds............ 


Outstanding Premiums 


ASSETS 


Spee EE Nas a vvickan cles oclee cusades+s0 menddecsatecd be necce 


Of CHICACO, ILLINOIS 


Financial Statement December 31, 1903 


sic eveses 503 ee OO 
secceseee. 15,601.50 


10,000.00 CE CRIN 6... ccs cece ccecncescsccse 
Denis eiaus thddahweawned 11,155.08 AGB BUN oo 6c cece cece cescscee ccccees 
anmbbesdn this weed apbesenen 13,676.74 : . >olicy : 
1'979.-17 Surplus to Policyholders.............-... 


$152,819.99 


This Company is also Licensed in Minnesota, Missouri, Ohio and Wisconsin. 


Rese-:ve for Unterminated Risks..... 


ABILITIES 
Keserve for Unadjusted Losses ..,... eS A aR Re pS 


Metropolitan Fire Insurance Company 


Licensed by the Illinois Insurance Department January 10, 1903 


+ eee ee - 825,284.95 


50:6 sink OS © nese Hedy onbbdguedd teébeas 1,900.03 
Ue bbakhine >t nincoued $100,000.00 
BE RN eae _25.635.01 

coos esse 125,685.01 

$152,819.99 


ESTABLISHED 1863. 





JOHN NACKTEN & CO., General Manacers, 


159 La Salle Street, CHICACO 














NNT: 
UNDERWRITERS AGENCY 


Home Office, 184 La Salle St., Chicago, Ill. 
Cc. B. GILBERT, Manager. 








UNS ois nn, Se one as aie Wu dai pu a $1,433,000 
Cash Capital... ......cc0+ scccesesseee pe ea Sale 400,000 
Cash surplus to policyholders...... ....s..eeees 895,000 


In towns in the States of Illinois, Wisconsin 
and Michigan where not now representedappli- 
cation for Agencies will receive attention. 


ESTABLISHED 1853. 
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THURINGIA INSURANCE CO. 


OF ERFURT, GERMANY. 





UNITED STATES DEPARTMENT: 


100 William Street, NEW YORK. 


F. G. VOSS, Manager and Attorney. 











ROLLA V. WATT, Mer., 
Pacific Coast Dept.— California, Oregon, 
Washington, Utah, Idaho, Arizona. Montana, 
New Mexico, Alaska, Hawalian Islands. 
Royal . nsurance Building, 
N. W. Cor. Pine & Sansome, San Francisco. 
JOHN TENNEY, Mer., 
R. EMORY WARFIELD, Ass’t Mor., 
Middle Dept.—Pennsylvania, New Jersey, 
Delaware, Maryland, Virginia, North Caro- 
lina. District of Columbia, West Virginia. 
Royal Insurance Buliding, 
806 Walnut Street, Philadelphia, 
Jobn H. Law. George W. Law. 
LAW BROTHERS, Mgrs., 
Western Dept.--Illinois, Ohio, Indiana. 
Michigan, Iowa, Kansas, Missouri, Minne- 
sota, Wisconsin. North Dakota, South Da- 
kota, Nebraska, Colorado, Wyoming. 
Royal Insurance Building, 
169 Jackson Street, Chicago. 

















“‘The Leading Fire Insurance Company of the World.” 
UNIFORM IN ITS BUSINESS METHODS. 


ROYAL 


Insurance Company. 


Transacting Business in America 
Over Half a Century. 











Cc. F. SHALLCROSS, Mer., 
GEO. F. COIT, Ass’t Mer., 
FREDR’K W. DAY, 2d Ass’t Mer. 
New York Department, 

60 Wall Street. New York City 


Geo. P. Field. E. B. Cowles. 


FIELD & COWLES, Mers., 
New England Dept.—Massachusetts, Con- 
necticut, New Hampshire, Rhode Island, 
Vermont, Maine. 
85 Water Street, 


Boston, Mass. 


MILTON DARCAN, Mer. 
Southern Dept.— Kentucky, Tennessee, 
Georgia, Florida, South Carolina, Alabama, 
Mississippi, Texas, Arkansas, Louisiana, 
Oklahoma, Indian Territory. 


Atlanta, Ca. 
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Sinai t one issue con- 
taining life supplement $1.60 per year. 











<r Pa. 





Subscription to the weekly issue 
and supplement $2.00 per year. 











Life Underwriters’ Supplement 


Thursday, March 17, 1904 


CHICAGO AND CINCINNATI 


Co Che Western Underwriter 


Single Issue 20 Cents 


TOPICS FOR LIFE INSURANCE FIELD WORKERS. 


‘ge ‘eg ve Educational and Semi-Technical Features Discussed. «© ‘«c© ‘e 





S time goes on general agents and 

those companies that are at all par- 

ticular about the quality. of the busi- 

ness that they get will be obliged to 
pay more and more attention to the character 
of the men they eniploy as agents. To a gen- 
eral agent or a company it is not the business 
that is put on the books that pays, but that 
which stays on. A general agent makes but 
little, if indeed he does not lose during the first 
year, on new business written by anybody but 
himself. Every insurance man knows new 
business costs companies more than it brings 
them for the first year. These facts existing, 
every adverse influence on the persistence of 
business must be watched. 

* 


Every managing agent has noticed in a gen- 
eral way that the business of different agents 
varies between wide extremes. Some is clean, 
prompt to pay, persistent and on a very de- 
sirable class of lives, while the other is slow 
to pay, has to be watched continually to keep 
it from lapsing, and is generally unsatisfac- 
tory. One man goes so far as to say that he 
can largely read the character of an agent in 

_the record of his business on the books. 


2 


When we consider the nature of writing life 
insurance, it is easy to see how the character 
of the agent influences his business. When a 
man goes out to sell merchandise, he calls 
upon the men who deal in that kind of goods. 
The buyer knows his business, is a judge of 
the goods and probably knows the house that 
the salesman represents. He buys intelligently. 
It is one transaction, and, when the goods are 
received and paid for, it is completed. The 
personality of the salesman enters into the deal 
to a comparatively small degree. It influences 
the size of the order; but it is the reputation 
of the house. the quality of the goods and the 
price that are the chief factors in determining 
whether an order will be given at all or not. 


< 


The life insurance salesman has no estab- 
lished trade to go to. Every man who is in- 
surable is a prospect. He chooses the class of 
trade he will solicit. If he is a gentleman, he 
will probablv go among gentlemen. If he is 
a sport, he will go to men of that class. If 
he is a shark, he will look for the unwary as 
victims. To whatever class he sells, he has 
unskilled buyers to deal with. They may know 
the reputation of his company, but in the ma- 
jority of instances they do not know the qual- 
ity of his goods. Furthermore, they are not 
entering into one transaction that is shortly 
to be completed, for, when the goods are de- 
livered, there is only the beginning of a long 
period of payments. In the very nature of 
the transaction the insurer must in most cases 
depend largely upon the statements and advice 
of the agent, just as he would take the advice 
of his attorney or physician on subjects about 
which he knows but little, and they are sup- 
posed to know much. 


‘e 


As a shyster lawyer attracts as clients either 
fools or knaves and a quack doctor gets dupes, 
so\a life insurance agent whose character is 
off color, gathers in the business either. of those 
whom he deceives, those who are easily in- 
fluenced or else men of his own general char- 





acter. The first class will be indignant and | PRESIDENT BENJAMIN F. STEVENS— 


quit if they find they have been fooled; the 


second will change their minds as soon as the | 


pressure of the agent’s influence is removed; 
the third may persist, but if the fault in their 
characters lies in a line that means a shortening 
of life, it were as well for the company that 
they quit early. The agent who is valuable 
is the one who can and does gain the confi- 
dence of a desirable class of insurers; and to 
do that he must be of much ‘the: same class 
himself. 
‘ez 


Some months ago this paper mentioned a 
large general agency having a lower death 
rate than that of the company at large, at- 
tributable in part to the fact that the general 
agents do not drink, even in a small way, and 
naturally get agents and policyholders of simi- 
lar tastes. Accident men notice this influence 
of the agent’s character on his business more 
readily than life men do. One manager has 
two agents with about equal volumes of busi- 
ness. One goes on periodical sprees and 
travels with a rather fast set. The other as- 
sociates with people of the highest class. The 
claims on the business of the former are three 
times as numerous as on that of the latter. 
Another manager has had some of the best 
accident business in his office from men who 
passed most of their lives in high business and 
social standing, but were reduced by financial 
calamities, retaining, however, their old friends. 
“And,” said the manager, “I have had other 
agents that it seerned impossible to make un- 
derstand that I did not want the bulk of their 
business on teamsters, keepers of billiard halls 
and saloon men.” 

“e 


Some companies always have been careful 
in the selection of their. general agents, and 
their business and their reputations show it 
The business is not so large as that of some 
other companies, but it is clean and high grade. 
The lapse ratio is small, and the ratio of actual 
to expected mortality is small. That is the 
class of business that good companies want 
and the kind that general agents want, for on 
such are renewal commissions made. Such 
business is written by men of integrity, written 
intelligently and honestly. 

= Ss 
GOOD FIELD TO WORK. 

Agency superintendents and managers of life 
insurance companies are now working on the 
school teachers and students in colleges, en- 
deavoring to interest them to solicit life in- 
surance during the vacation season. Many 
good men are thus secured by the companies 
and their efforts as a class have been success- 
ful.- The state superintendent of public schools 
in Indiana, on retiring from office, has become 
a manager for the New York Life, and he 
promises to interest a large number of teach- 
ers in life insurance work. Some teachers 
work life insurance in the evenings and on 
Saturday and find there is money in it. Some 
of them are so successful during the vacation 
season that they conclude to give their time 
to insurance work. By thus putting forth some 
effort during vacation season teachers and 
students can discover whether their capabilities 
tend toward this activity. There is much real 
life insurance talent among students and teach- 
ers if it can be reached. There is certainly 
a fine field for cultivation in this direction. 


' particular field, are about 





A MAN OF WIDE INTERESTS. 





The man of one idea is often cited as an 
illustration of what man may accomplish. 
Such a man lives, moves and has his being, 
thought and work, looking to the attainment 
of a single object. Great results often attend 
such a man, but he is likely to be onesided 
in his develo; pment. ‘Upon one subject he is 
at home, is an authority, is listened to with 
respect, and his opinion usually goes a long 
way in settling a question under consideration. 
In any other department of human activity 
he is lost. Achievements, other than in his 
as intelligible to him 
as a Syrian tablet to a man who has not stud- 
ied ‘the cuneiform system of writing. Men 
with a~single idea are needed in this world, 
enough of them to season thought and activity. 
They are not, however, near as comfortable 
men to get along with, nor as pleasant com- 
panions as men who keep abreast of what the 
world is doing besides doing their own special 
work well. Such an all-round man talks but 
little about the business with which he pays 
expenses and a good deal about the things 
which make for progress and are of general 
interest. The all-round man is never obliged 
to sit dumb in any company, for he knows the 
world’s work so well that he is an interesting 
listener and an appreciative suggestion to the 
conversational powers of others. 

Ne . 

An excellent type of the all round man is 
Benjamin F, Stevens, president of the New 
England Mutual Life Insurance Company. He 
understands the business of life insurance. 
For more than half a century, he has been 
an executive official of the New England Mu- 
tual, and the orderly development and sound 
progress of that institution is the best evi 
dence of his knowledge of the business to 
which he has given the best years of his life. 
Mr. Stevens, however, is very much more than 
the simple president of a successful life in 
surance company. He is a student, as regards 
the country’s history and progress. He is an 
honored citizen of a commonwealth which 
has had many distinguished citizens, and he 
maintains well the traditions of the old Bay 
State. He is a lover of his city and State. 
He knows what it is doing, he knows what 
it has done. Its historic ground is famiilar 
to him. The deeds of its statesmen, business 
men, men of letters, philanthropists and heroes, 
are known and appreciated by him. Not the 
mere knowledge which comes from reading 
the finished work of the historian, but that 
which comes from the study of what the 
historian calls the sources. Modern history 
is not a mere consideration of dates, battles 
and statistics, but an apprehension of the 
causes and the knowledge of the people which 
are necessary to an illumination of accom- 
plished results. 

“e 

New England is rich in historical material, 
and President Stevens has found time to give 
consideration to these materials without neg- 
lecting the business in which he holds high 
rank. His historical contributions have not 
been inconsiderable, and he throughly knows 
his city and State. He is another illustration 
that a man may accomplish large results in his 
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chosen work, yet keep in touch with the life 
around him. Pope says the proper study of 
mankind is man. This may be interpreted as 
meaning that the business which a man pur- 
sues in order to pay expenses ought not -to 
take so exclusive a hold of a man that it 
leaves him no time for his proper studying. 


Massachusetts has had large influence upon 
our national life, an influence out of all pro- 
portion to the size of the State or the size 
of its population. In all departments of hu- 
man progress the citizens of Massachusetts 
have won high place. In education, philan- 
thropy, religion, statesmanship and ‘business, 
Massachusetts in all her history has been fur- 
nishing leaders. In the business. world, or, 
to specify more particularly, in philanthropic 
business, such as life insurance is, the sons 
of Massachusetts have contributed much. Of 
all philanthropic business, life insurance holds 
the premier position, and the history of the 
New England Mutual Life stands as a good 
history of the development of the business. 
In the considerably more than half a century 
since the New England was organized it has 
had but two presidents, and for nearly forty 
years the presidential chair has been filled by 
Benjamin F, Stevens. More than any other 
one man in the life insurance- world he is a 
part of the whole development. From small 
beginnings and hard struggles, he has seen 
life insurance in this country developed until 
it is the great philanthropic business of the 
country; philanthropic, because it has taught 
man to care for himself and to protect the 
interests of dependent ones; business, because 
the success which has attended it could never 
have been achieved without adherence to sound 
business principles. It must be a source of 
great gratification to President Stevens, look- 
ing back over a long life, in which he has 
been closely associated with the wonderful de- 
velopment of life insurance, to note the *hon- 
orabale position attained and the successful 
progress made by the company of which he 
has been so long the chief executive. 

‘ge 

A life insurance autobiography from the pen 
of Mr. Stevens would be an invaluable con- 
tribution to the material from which, some 
day, an intelligent history of life insurance in 
this country shall be written. His recollec- 
tions of men who have contributed to the up- 
building of the business, concerning whose 
work too little authentic data have been pre- 
served, would not only be interesting but ex- 
tremely valuable. Then, too, he could tell 
the story of the freak developments which, in 
a half century or more of life insurance which 
he has seen, have arisen, had their brief day 
and they given way to intelligent development. 
The short cuts which were to revolutionize 
the business, but only served to develop the 
weaknesses of the proponents and to prove 
veritable cul de sacs. Then, too, he might 
recount how the New England Mutual has 
held its course, utilizing that which was good 
in the experience of corporate ephemera and 
rejecting that which was of no account. Such 
an autobiographical sketch would, however, 
show that the New England Mutual had ab- 
sorbed but little from the sources mentioned, 
and had originated much which others found 
worthy of imitation. Such recollections would 
have their largest value in the pictures of 
personality which they would give of the 
workers in the life insurance field. Life in- 
surance development is peculiarly a study of 
personality, for each man who has come and 
gone has contributed something which was his 
own to the development of the business. We 
have histories of insurance from which, in the 
main, the personal element has been rigidly 
excluded, either through the temperament of 
the writer or from a lack of appreciation of 
the value of the personal in the making of 
history. 

be 

The Massachusetts insurance department has 
had to do with the solution of almost every 
important life insurance question since its or- 
ganization. This has made Boston a place 
where, to a very large extent, the life insur- 
ance ganglia have centered so far as super- 
vision by the State is concerned. No impulse 
affecting life insurance has reached very far 
before Massachusetts was aware of it, and, in 
many cases, the impulse has originated with 
Massachusetts. Because of this, it is correct 


to say that Benjamin F. Stevens has lived his 
business life at the nerve center of life in- 
surance, so far as the State is concerned. By 





reason of this relation of the Massachusetts 
insurance department to the business of life 
insurance, the nerve center so far as the com- 
panies have been concerned, has, of necessity, 
been in very sympathetic relations with the 
New England Mutual Life. During the years 
when rapid development has been the order 
of the day in life insurance, Benjamin F. Ste- 
vens has held executive position. A part of 
what was going on, his experience reaches 
back into the past, and these two in combina- 
tion have given him peculiar opportunities for 
wise judgment concerning the future. 

With his long experience in life insurance, 
his love of his native commonwealth, his stud- 
ies of its history and development, it is no 
wonder that his fellow citizens hold him in 
high esteem, as one who has builded well and 
exerted a wholesome influence upon the busi- 
ness life of city and State. A veteran of an 
early day, a participant in struggles incident 
to the development of a great business, he 
brings to this stirring, pushing, restless twen- 
ticth century a ripened experience much 


needed. 
tS SH 
MODERN WIDE-AWAKE ADVERTISING. 


The Travelers, since its radical step in go- 
ing to an annual dividend plan last summer, 
has been putting new life into its agency 
force. Agents who formerly held the supplies 
merely for the purpose of writing what busi- 
ness came their way are being inspired to get 
out and “hustle,” and there are now perhaps 
fewer drones in the Travelers ranks than in 
the agency force of any other company. 
Catchy, inspiriting circulars are being sent out 
every month, and the company is quick to 
adopt good ideas brought out by its agents. 
The “full-armor” phrase was a suggestion of 
an Ohio manager, and other phrases, epi- 
grams and “pointers” are taken up and em- 
a in the general literature for the use 
of all. 

The Equitable Life of New York has a 
good plan of reprinting in the Equitable News 
the best advertisements devised by the general 
agents in different fields, and “some highly 
valuable suggestions can be culled from each 
issue. It is said that many of the general 
agents have taken a correspondence course in 
advertising schools, and a prominent inspector 
of agencies declares his intention of taking 
one himself. The Equitable does more gen- 
eral advertising than any other company in 
the country, running from “pure reading mat- 
ter” notices in country papers to the hand- 
somely illustrated pages in the leading maga- 


zines. 
s+ SF SF 
GOOD LESSON SHOWN. 

T have a little money and property, am well 
and hearty, have a good business and a good 
income and live within it. Do I need insur- 
ance? 

Well, if you have all of those things, and 
in addition to them a guaranteed long lease 
of life and a guarantee of prosperity, you 
don’t. But if you are liable to turn up your 
toes to the daisies without warning, before 


you are ready for it, as many a good and’ 


equally ambitious man has done, then the case 
is different, isn’t it? And you do. 

Suppose you could obtain a guaranteed 
lease of life, can you see any farther into 
the future than a man who has not saved a 
dollar? And is your prosperity beyond the 
reach of misfortune? Who can tell which— 
he who has not yet saved a dollar, or you 
who may have saved a good many—will be 
accounted the best off some years hence? 

Imagine a man who has been taken down 
with a sudden illness telling his wife that his 
misfortune has overtaken him at a time when, 
least of all others, he could afford it. He 
will admit that his judgment of late has been 
wrong on a number of things, that his real 
estate is mortgaged, that there are some notes 
and accounts outstanding against him, and 
that he is afraid that he is going to die and 
leave her in the lurch. 

A pretty picture that! But that is the kind 
of object lessons that are taking place every 
day in the week.—Travelers’ Record. 

ses SS SF 


One man is a genius, another only an aver- 
age workman; both need life insurance and 
both can secure it at the same figure, age for 
age. It is cosmopolitan in its helpfulness, 
comprehensive in its protection. 





HAS DEVELOPED A GOOD SYSTEM 
FOR FOLLOWING UP CIRCULARS. 


An Ohio general agent has satisfied himself 
that it pays to send out circulars regularly, if 
the names are chosen with care. He has de- 





“vised a system for keeping track of all cir- 


culars sent out and never drops a name from 
his mailing list until it is transferred te the 
prospect book or secured on the “dotted line.” 
He believes that three thousand names, system- 
atically “followed up,” are worth a hundred 
thousand circularized without system. In the 
six months he has been operating his plan he 
has written over $3,000 in premiums on busi- 
ness that was directly due to interest aroused 
by ‘his circulars. He has been sending out 
about eighty circulars'a day, at a cost of $50 
per month in postage, and, in addition to the 
business actually written, has nearly three hun- 
dred prospects that were developed by his cir- 
culars, 

Instead of sending a quantity of literature 
which the recipient would not have time to 
read, various short circulars have been com- 
piled, each setting forth some attractive fea- 
ture of company or contract. Half a dozen 
of these may be wasted on a man, but .if he 
has any notion of taking insurance, one of 
them is bound to attract-his attention, anc 
he will make some inquiry that will give an 
opportunity for further correspondence or so- 
licitation. The names are numbered and kept 
in an ordinary blank journal, with numbered 
lines. The circulars are also designated by 
numbers and a record is kept of each form 
that is sent to the various names. In addi- 
tion, each circular is accompanied by a return 
env elope or reply card, on which is designated 
the number of the party to whom it is sent. 
Thus, when a reply is received, it is easy 
to turn to the number of the party and learn 
what circulars have been sent him and which 
one probably aroused his interest. By the use 
of numbers the clerical labor is reduced to 
practically nothing, it being necessary to write 
only two or three figures when the envelope: 
are addressed. 

The names sare secured in various ways, 
chiefly through the recommendation of policy- 
holders. It is intended that each man on the 
mailing list shall receive one circular a month, 
and in order to distribute the labor evenly 
one-thirtieth of the circulars are sent out each 
day. 

When a reply is received the name is en- 
tered in the prospect book, which is numbered 
in a different series from the mailing register 
All letters received and sent are thereafter 
marked with the number of the prospect, and 
the correspondence in the case is kept together 
and filed in numerical order. A card is alswo 
made out, giving all the information secured 
concerning the prospect, and when an inter- 
view is had a memorandum of the conversation 
is made out and filed with the correspondenc-. 
Thus the exact status of each case can he 
ascertained in a moment. The assistance of 
the “follow up” system is offered to the agents 
and when prospects are developed they are 
turned over to the agent who brought i: the 
name. 

The numerical system was devised to save 
clerical labor, and also to reduce the expense 
somewhat. Cards are made out only after a 
reply is received, and the book is just as con- 
venient in keeping track of the mailing list. 

s&s SF SF 
DAILY REPORTS ADVANTAGEOUS. 


Life insurance men find it an advantage to 
keep daily track of what each man is doing. 
An easy way to do this is through the card 
index system. An agent reports to the man- 


‘ager what men he intends to see and the man- 


ager keeps a card foreach prospect. At the 
end of the day or the next morning the agents 
report what has been done in each case, and 
the manager keeps a record of the card. Thus 
at a moment’s notice he can get the full his- 
tory of every case that is being worked on 
through his office. Another advantage of this 
system is having a complete record on hand, so 
he can tell whether his own men are after a 
prospect which is offered by a broker. The 
agents themselves thus have their daily work 
brought up to the minute and feel that their 
labor is being scrutinized every day. There is 
thus something definite in view all the time. 


.This mefhod affords an opportunity for the 


manager to assist an agent if he needs such. 
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COMMENT ON SOME 
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OF THE MONTH’S WORK. 











The announcement by the Equitable Life 
that henceforth it would not issue policies to 
replace those of other sound companies has 
occasioned considerable comment in the past | 
two or three weeks. While it was at first | 
understood that this was action against twist- | 
ing purely, it appears from later statements 
of the company’s executives that it is aimed 
largely at “flyer” business also. Mr. Tarbell 
says that the company got tired of receiving 
large quantities of business that stayed on the 
books only one year, and was then replaced 
by policies of other companies. He speaks of 
this business as being written largely by 
brokers, who write it with a rebate. This 
“flyer” business, which -has been written in 
vast amounts in December of various years, 
has been a curse to the legitimate business, a 
source of loss to the companies and a source 
of benefit to nobody except those who have 
kept themselves insured for a large amount at 
very small expense and the agents who wrote 
it. If the companies would cut it out, it would 
be a good thing all around. 

* * * 


The National Life, U. S. A., having tired 
of the continued opposition of Superintendent 
Drake of the District of Columbia, has given 
up its congressional charter and taken a new 
one under the laws of Illinois. This was the 
only company ever chartered by the federal 
government, and the agents were accustomed 
to make some capital out of that fact. Super- 
intendent Drake, however, insisted that he had 
supervision of the company and that its poli- 
cies be valued from date of issue. The com- 
pany is writing its business on the preliminary 
term plan, and such a valuation would play 
havoc with its surplus. Mr. Drake recently 
threatened reprisals on the companies of States 
that admitted the National without his certifi- 
cate, and was bringing the matter to an issue. 
As the company kept up only a small office 
to comply with the law in Washington, it loses 
practically nothing by the change and is now 
free to do business without annoyance. 

* * * 


The action of the Northwestern Mutual in 
starting a more active campaign for agents 
and business in Chicago and Illinois has really 
more significance than shows on the surface. 
Chicago has never been a good home office 
city. The great fire put most of its fire in- 
surance companies out of business and_ shat- 
tered the public faith in all the rest except one. 
In life insurance the city was a hotbed of 
assessment concerns, most of whiich have now 
gone to their final accounting. Only within 
a few years has it been the headquarters of 
any life or casualty company of any repute. 
It has been the dream of its public-spirited citi- 
zens fora decade ot more that some time the 
city would have a great life insurance company 
of its own. If the Northwestern Mutual were 
only a Chicago company, it would have the 
first place in the affections of the people of 
the city. There has been talk at different times 
for years of moving it from Milwaukee to 
Chicago. While there is no evidence that this 
strengthening of its Chicago position is in any 
sense a preliminary to such a move, there is 
little doubt that it is the intention of the 
Northwestern people to do their utmost to 
make the people of Chicago feel that the com- 
pany comes pretty near being a local institu- 
tion. The people of the West are proud of 
the Northwestern Mutual as the greatest of 
the western companies. With a predilection in 
its favor, it would require no great straining 
of the Chicago imagination to consider a com- 

‘pany located in what is sometimes alluded to 
facetiously as a Chicago suburb as to most 
intents a Chicago company. 

* * * 


J. A. Jackson, who was formerly editor of 
the Life Insurance Independent, and is now 
with the Mutual Life as editor of literature, 
has been lecturing in some of the principal 
western universities recently. The lectures 
have been reported as well attended. and the 
life underwriters in some of the cities where 








the institutions are located have shown their 


appreciation of Mr. Jackson’s work by special 
attentions shown him. There appears to be 


| coming a settled conviction: that in the future 


the ranks of agents must be filled, not by raids 
on the agencies of other companies, but by 
getting men from other callings or taking 
young college men who have not hitherto had 
any -particular calling. In some places an 
effort is being made to bring life insurance 
to the attention of high school students. It 
is a safe assertion that never before has there 
been so much done as at present to draw the 
attention of those who may become good 
agents to the opportunities that life insurance 
affords as an honorable means of gaining a 
livelihood. 
* * * 

While many offices in various places have 
reported February business as somewhat slow, 
a number of companies have so far done the 
best business ever done in the first two months 
of the year. Life insurance is really the only 
great business that seldom shows a slump. 
So wide are the fields covered by most of the 


companies that bad conditions have to become 


general before a life insurance company cannot 

make up in ore quarter more than what it 

losés in another. The life insurance agent 

is in a procession that never sleeps, never 

stands still,and very seldom moves backward. 
* * * 


The Metropolitan has been ~conducting a 
great advertising campaign in the past few 
weeks, Half-page spaces in newspapers, with 
reading notices going somewhat into the mean- 
ing of the figures, has been the method em- 
ployed. This is a new move on the part of 
the Metropolitan, and, as the company has 
always been a careful advertiser, it must have 
become satisfied that there was money in such 
a campaign. The Rock of Gibraltar and the 
“Strongest in the world” have been made fa- 
miliar to everybody who can read, and the 
Prudential and Equitable have doubtless re- 
ceived good returns. Newspaper and maga- 
zine advertising is going to be one of the reg- 
ular features of nearly every company’s busi- 
ness policy in the near future. Almost every 
business that has any life in it advertises now, 
and those that do not advertise ate likely to 
have most of the life squeezed out of them 
by their competitors who do. 

* * * 


The Travelers is getting out a new policy 
which will shortly be placed in the hands of 
agents, that will be sepcially adapted to com- 
petition with policies on the deferred distribu- 
tion plan. It will be a stock-rate proposition 
with a guaranteed dividend at the usual dis- 
tribution period and with provision that if 
there shall be any further dividends earned 
on the policy, the assured will receive them 
in addition to that guaranteed. 

There is nothing in this action that is sur- 
prising. In fact, it will be cause for surprise 
if the Travelers’ agents are not soon supplied 
with a line of policies that will fit every con- 
dition. Vice-President Lunger’s connection 
with the Prudential, which probably has 
the most complete line of policies of any 
company in the business, would naturally 
result in his carrying the same business policy 
into the Travelers, especially as he has shown 
hiimself so thoroughly imbued with Prudential 
and New York Life ideas of conducting the 
business. 

* * * 

Another change in Travelers’ policy which is 
becoming more manifest every month is its 
separation of the life and accident departments. 
In the days of old every Travelers’ agent was 
expected to sell both kinds of business. When 
the reorganization of the field force was begun 
about two years ago, the same plan was fol- 
lowed. Now separate managers are being 
placed in charge of the life and accident de- 
partments. For instance, last week a man- 
ager was appointed for each department at 
Cincinnati, where formerly one man had han- 
dled both lines. At Cleveland a manager of 
the accident department for Cuyahoga county 
was appointed to enable Manager Frith to 
pay more nearlv exclusive attention to the life 
department. While the offices of both - de- 





| 


partments will remain together, and agents 
will be expected to give the Travelers any 
business that they may pick up in other lines 
than their own, itis evident that future Trav- 
elers’ agents will be either life or accident 
men, but seldom both. 


e+ Ss Ss 
SOME THINGS THAT A LIFE 
INSURANCE POLICY DOES. 


While the important principle of life in- 
surance is to give protection in event of death, 
in connection with that it brings to its owner 
many other blessings of scarcely minor sig- 
nificance. A few of these will be mentioned 
for the purpose of showing that the possession 
of life insurance is helpful in other directions 
than the one for which it is chiefly secured, 
and that it confers pronounced benefits outside 
of those set forth in the contract. 

It establishes a habit of saving. The neces- 
sity of paying a certain amount of money at 
regular intervals is not a hardship, but a prac- 
tice sure to inculcate thrift. The average in- 
dividual who saves money in one direction 
can usually be relied upon to develop an am- 
bition to accumulate in other ways, and so 
long as this does not. extend into penurious- 
ness, it becomes a trait of considerable help 
financially to one who follows its dictates. 
Human nature seems to be so constituted that 
it is even harder to retain money than it is 
to earn it, a task of itself calling for all the 
skill a man can exercise, so that anything 
which has a tendency to form the habit of 
saving, even though that influence be small, 
is deserving of encouragement for that alone. 
Moreover, life insurance has its own peculiar 
and distinct merits in addition. 

It accumulates a fund for emergencies. 
Forms of insurance now issued provide ways 
by which their value may be useful if cir- 
cumstances compel it. In other times this 
was not so, and, of course, there are policies 
in force to which these privileges could not 
now be extended, but the present contract is 
incomplete without cash and loan privileges. 
To look ahead for twenty years, the usual 
length of an insurance agreement, and foresee 
just the way in which the policy will be most 
useful, is outside the range of possibilities. 
In many cases, no desire to take advantage 
of the emergency privileges will arise, but 
in the few that it does they are likely to be 
wonderfully helpful. The contingencies which 
life insurance has bridged are many and vari- 
ous. Every now and then a new way in which 
it is of assistance develops. The limit of its 
uses is far from having been reached. 

It safeguards other investments. The owner 
of life insurance can enter with far more aban- 
don and much less worry into enterprises of 
doubtful outcome than can the man who is 
not so protected. Insurance has served many 
purposes along this line in the past, and its 
uses are likely to be more and more broad- 
ened with the passing of years. Disastrous 
financial consequences that might accrue 
through the death of a partner have becn 
prevented by the carrying of insurance upon 
that man’s life, and men who have mortgaged 
new buildings have kept them from being an 
embarrassment to their estate by the posses- 
sion of life insurance. Without life insurance 
—trepidation ; with it—confidence; thus it pro- 
motes business success. The care-free man 
can always work harder, think clearer, plan 
quicker. 

It protects one’s family. This is the main 
reason for the existence of life insurance, and 
the fundamental purpose that men have in 
buying it. If death did not persistently occur, 
and if business plans did not continually go 
astray, there would be no occasion for life 
insurance. But these events are happening 
daily, and from the varied manner in which 
they take place, and the regrettable circum- 
stances which they sometimes cause, has grown 
the necessity of providing in some positive 
way for the future welfare of those who de- 
pend upon the bread-earning members of a 
household for support. Other schemes to ful- 
fill this purpose have been attemiptec but 
eventually with disturbing consequences. The 
plan of insuring lives is now getting old in 
theory, but upon this very fact rests its pri- 
mary claim for security and permanence. It 





does what it pretends to do, and has for many 
years—Union Mutual Bulletin, 
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METHODS OF FIELD BXECUTIVES 
IN SECURING NEW AGENTS. 


The methods of securing good life insurance 
agents are beting studied more and more by 
the agency executives of the companies. No 
hard and fast rule can be set down as being 
the best. There are various plans of getting 
men, and many of them have to be adjusted 
to suit each company or the location. 

Some companies make it a practice of never 
training new men, but wait until other com- 
panies train them and ‘then approach them 
with larger inducements. Certain field men 
seem to be gifted in this particular direction 
of always seeking out the best agents of other 
companies and making them attractive offers. 
It frequently happens that the agent who 
makes the change, being dazzled by the prom- 
ise of increased emoluments, afterward regrets 
having done so. While he is receiving a mod- 
erate commission and is developing in his 
work, he probably saves more than when he 
goes with a higher commission company. The 
higher commission is an inducement to go 
after larger cases and almost invariably leads 
to rebating or greater expense fn living. 

The companies that are satsfied with build- 
ing up a moderate agency force of regular 
producers find that the most satisfactory plan 
is to take men from other walks of life, or to 
educate young men in the business from cler- 
ical positions. Agents of a company who 
have been with it for some time become 
wedded to its system by much talking. They 
have learned the arguments for its contracts, 
its dividend plans and other features. When 
they go to another companv it requires some 
time to change their line of argument. Man- 
agers, therefore, find it more satisfactory to 
train men from the ground floor and not try 
to ‘reincarnate agents of other companies. 

Another noticeable feature in agency work 
is the frequent failure of managers or sub- 
agents of smaller companies, who are placed 
in charge of an agency of a large company, 
or vice versa. The small company man in 
entering the service of a large company is not 
familiar with its high-pressure methods. its 
system of operating, its bigness and its hur- 
rah campaigns. In fact, he had talked against 
the big companies. He has shown how a man 
in a small company is better cared for, just 
like a student in a small college is supposed 
to be better cared for. He finds the company 
too big for him, or he gets an exalted idea of 
himself, and in the storm and stress he be- 
comes bewildered. 

The big company man who takes the man- 
agement of an agency of a small company 
often loses out for much the same reason. He 
attempts to try large company tactics on a 
small company agency, and finds they will not 
succeed. 

Many new agents, just after some months’ 
experience, are attracted by the larger com- 
mission offers. The old-timers seldom change. 
Those who have remained with a company for 
years and know all the ins and out of the 
business do not find any allurement in the 
offers made to them from other companies. 
The new men that are just being trained are 
the more tempted. The practice of field men 
making inroads on the agency forces of other 
companies without their consent is generally 
tc be frowned upon. There are exceptions 
to the rule. however, and it is sometimes of 
advantage for a man to change. This, how- 
ever, is seldom the case. 

FF 


FOLLOWS A GOOD PLAN. 

A life insurance agent in one of the cities, 
who is well known for his enterprising meth- 
ods, always uses a draft for the payment of 
a claim in his city as a lever to gain results 
He looks over his cases, and if he thinks there 
are some that would be impressed by seeing a 
draft for a claim or endowment, he calls 
on them and casually takes the draft from 
his pocketbook and shows it to his prospect, 
together with a few remarks that are intended 
to be sent home with considerable force. He 
usually has some persons who will be im- 
pressed by seeing the visible results of taking 
out a policy. The impression left is much 
greater in a smaller city or town where the 
circumstances of the assured are more likely 
to be known. The draft may come as a sav- 
ing hand for a family. A local agent should 
always use the payment of a claim or endow- 








ment to secure him more business. He should 
let everyone know what has been done, and 
by judiciously mapping out a campaign he 
si.ould be able to accomplish results. 
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ASSESSMENT CATECHISM. 
Q.—What is assessment life insurance? 
A.—The most altruistic of all ‘systems of 

charity, for its adherents give their money 
to provide for the widows and orphans of 
others and generally leave their own un- 
provided for. 

Q.—On what principle is it founded? 

A.—It is founded on the well-known eco- 
nomic axiom that a concern can make monéy 
by losing a little on every transaction if it only 
does a large enough volume of business. 

Q.—What does the word “assessment” 
mean? 

A.—Lexicographers differ as to. its deriva- 
tion and meaning. The best authorities, how- 
ever, hold that it is of mixed derivation from 
the English noun “ass” and the Latin verb 
“esse,” meaning “to be,” and means “the state 
or condition of being an ass,” evidently refer- 
ring to the individual members of assessment 
organizations. 

Q.—What officers are necessary to an as- 
sessment association? 

A.—Three principal officers—the president 
and secretary, who are elected, and the re- 
ceiver, who is ultimately appointed. 

Q. —What are the duties of the elective 
officers ? 

A.—To draw their salaries, ‘issue certificates 
and collect assessments. They also pay claims 
as long as the money holds out. 

QO.—What is a certificate? 

A.—A document informing a man of his 
membership in an assessment association and 
the amount of his assessments. It also gives 
an estimate of the amount that will be paid 
his beneficiaries in the event of his death be- 
fore that of the association. The older it is 
the more it costs and the less it is worth. 

Q.—What is a receiver? 

A.—He is the one officer whose services 
are almost invariably indispensable to an as- 
sessment association. He is so called because 
he receives it into the underwriting morgue. 
The name is doubly appropriate because in 
performing the obsequies he receives every- 
thing he can get hold of and sticks to it closer 
than a brother. 

Q.—What is “new blood?” 

A.—It is an assessment association’s hope of 
salvation. “Getting in new blood” consists in 
making young and healthy additions to the 
membership to keep down the “average age,” 
just as healthy young men might be confined 
in a hospital to raise the “average health” of 
the patients, or as fresh eggs might be mixed 
with stale ones to improve the “average qual- 
ity.” 

Q.—What is a fraternal? 

A.—An assessment association conducted on 
the lodge plan. The lodge feature is the more 
or less valuable chromo given to induce the 
purchase of a poor quality of insurance. It 
might also be denominated “the tail that wag- 
gles the dog.” 

Q.—How can insurance be furnished more 
cheaply on the assessment than on the legal 
wie plan? 

A.—Because the officers of assessment so- 
cieties receive smaller salaries. If the presi- 
dent of a large legal reserve company receives 
$50,000 a year and insurance costs $50 per 
$I, oco a year, it stands to reason that an as- 
sess ment association paying its president only 
$5,000 a year can sell insurance at $5 per 
$1,000 a year. 

O.—What is an actuary? 


A.—One who is. actuated by prejudice 


- against the assessment system. By means of 


figures he claims to prove that it is incorrect 
in principle. It must be admitted with regret 
that the experience of assessment companies 
has in most instances proven his claims to be 
well founded. 

Q.—In what instances has experience not so 
proven? 

A.—In the case of associations where the 
experience has not been long enough. 

O.—Has the assessment system proven gen- 
erally successful ? 

A.—Eminently so. It has provided a good 
living for thousands of officers, including re- 
ceivers; it has paid claims to many widows 
whose husbands were prudent enough to die 
young; and it has given thousands of old 
men the pleasure of thinking how much good 
they did with their money. 








ENDOWMENTS AS INVESTMENTS 
COUNTED AN EXCELLENT PLAN. 


Some years ago a general agent interviewed 
a manufacturer with a large income and no 
use for life insurance. He was not. greeted 
cordially. He was told with brief directness 
that no life insurance was wanted, and he re- 
plied with equal directness that he had not 
come to sell life insurance; he had merely 
come to lay before the manufacturer his plans 
with a view to soliciting his good offices when 
his friends might ask his advice, as they doubt- 
less frequently did. The man was somewhat 
mollified and consented to listen. By degrees 
he became friendly and told something of his 
plans. His business had reached a stage where 
he could take $15,000 a year out of his in- 
come and not feel it. He was going to take 
that amount and build houses as an invest- 
ment. 

That was the general agent’s chance. “Don’t 
do it,” said he. “Here you have a splendid 
business that you thoroughly understand, and 
out of which you make large returns. Stick 
to your own business and do not divide your 
interests. With the amount you mention you 
can put up, say, three houses a year. Soon 
some of them will be out of date. Repairs 
will be required that will eat up much of the 
income. You will have-to have an agent to 
manage them, and they will become an an- 
noyance to you. You are forty years old. 
What you ought to do is to take about a 
quarter of a million of endowment insurance, 
with twenty premiums, one-third maturing in 
twenty years, one-third. in twenty-five, one 
third in thirty. If you die you leave your 
estate, instead of three or a dozen houses, 
$250,000 in money. If you live, at age sixty 
you may want to retire from active business. | 
You will then have 000 in cash with 
which you can build a dozen to sixteen houses, 
up-to-date and satisfactory. Five vears later 
you will get another similar installment and 
can build as many more. By the time you 
are seventy-five you can have from thirty-five 
to fifty fine houses, none over fifteen years 
old, and they will-be a source of profit and 
pleasure to you.” 

The advice was taken, and now only a few 
more premiums are to be paid. There is not 
another agency in the world except insurance 
under which such results could be attained. 


st SF SF 


TAXATION OF BONDS. 

There has been a question in the minds of 
many life insurance men as to whether so- 
called gold bond policies or any form of bond 
is taxable after the premium paying period 
has expired. These bonds are then delivered 
to the assured in coupon form and he presents 
them regularly for interest. The new 4 per 
cent income bond of the Equitable, for exam- 
ple, is purely an investment contract with no 
insurance feature, not requiring any medical 
examination. The same question, therefore, 
has arisen as to whether these bonds are taxa- 
ble. An actuary of high authority gives it as 
his opinion that the laws of the different 
States will govern the question and under 
some statutes the bonds may be considered 
taxable. Agents, in competition, have made 
the statement that these bonds are subject to 
taxation and the question may be raised by 
some assessors or boards of review in the 
future. 






















Would a contract direct with a young, pro- 
gressive, up-to-date Company, offering oppor- 
tunitles for the developement of your own Ideas 
in Agency work, placing no limitations or re- 
strictions upon your energy, appeal to you ? A 
Company having an absolutely clean history, 
with only high grade business on Its books and 
a policy contract involving a proposition that 

is sure to attract andinterest. Ifso, address: 


American Central Life Ins. Co. 
INDIANAPOLIS 
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Blessed Is the Man Who Is Onto His Job 














TEST OF A LIFE INSURANCE MAN 
IS ABILITY TO CLOSE A CASE. 


Vice-President Buckner of the New York 
Life, who is well known at the author of 
“red hot” bulletins, gives the following advice 
on closing business quickly: 

“The test of a life insurance man is his 
ability to close a case. He may be ever so 
capable in approaching a prospect and win- 
ning his attention, and yet lack that passport 
to success—the knack of getting signatures on 
the dotted line. 

“I believe the greatest requisite is to first 
convince yourself that you are offering your 
client just- what he needs. How can you 
expect to conquer a person that is opposing 
himself to your arguments unless you are 
backed up by great faith of your-own per- 
sonal convictions? Isn’t it true that you 
must first win yourself. 

“After you spend, say twenty minutes, talk- 
ing insurance and feel that you’ve almost won 
your case and are ready to close it, don’t be 
put off by the promise of an answer ‘to- 
morrow’ or ‘next week.’ That’s the rock on 
which many an insurance man has wrecked 
his hope of success, and you'll find it neces- 
sary, as a rule, to start all over again, if in- 
deed you are jucky enough to secure another 
interview, and to revive an interest that has 
cooled off mighty quickly. The chances are, 
under such circumstances, you'll find your- 
self as far from the signature when the 
second interview ends as you were at the end 
of the first. 

“T believe a man makes the biggest sort of 
a mistake if he fails to press with all the 
steam that’s in him for a decision at the very 
first occasion on which he arouses his client’s 
real interest, for all of his best arguments 
are then brought to the front. 

“Tt isn’t altogether the amount of time that 
you spend on your prospect that counts. We 
all know that some of the biggest policies are 
the result of brief interviews. Successful 
signature-getting goes back of that. 
in the terse presentation of your case, the 
tactful study of your man, his circumstances 
and surroundings when you tackle him for 
insurance. 

“These are rushing days and busy people 
have little time for long debates. They be- 
grudge their precious moments, and you've 
got to convince them quickly that~what you 
have to offer is absolutely necessary to them! 
The most desirable class of risks are those 
who are able to decide promptly whether or 
not they want what you have to offer; and 
this leads the writer to say that if you go at a 
man strong in your belief in yourself, strong 
in your belief i in your company, strong in your 
belief that you're offering him just the policy 
he needs, the chances are 99 out of 100 you'll 
win your point on the spot.” 
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DON’T MAKE ACTUARIES. 


An agent of the Travelers says: “A good 
many agents seem to think that it is necessary 
to make an actuary out of every man they try 
to insure. Gentlemen, this is the greatest mis- 
take of your life. You cannot make actuaries 
out of them if you try, and all the stuff you 
put into their heads about reserves, premium 
loading. expense ratio, interest earned, etc., 
is simply so much time wasted, and it really 
bas no bearing on the case. The man won't 
remember it twenty minutes after you are gone, 
and if he did remember it, what good would 
it do? Put the matter to him as simply as 
possible; use just as few insurance terms ‘as 
possible. A man high up in insurance and 
who to-day fills a high place in our company, 
said to me in a recent conversation that when 
he was canvassing he did not even use the 
word “premium” unless it was necessary. He 
would say to the prospect: “You pay us so 
much money, and we do so much for you or 


It lies: 








your estate,’ and I believe he struck the key 
note of successful canvassing. If you have 
thirty minutes for an interview, and use twenty 
minutes of that time in trying to make the 
man an actuary, you have pretty nearly lost 
your case. Make it simple, make it brief, be 
loaded with every kind of information and 
definition, but don’t use them unless you are 
obliged to.” 
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INTERVIEW GETTERS. 

The starting of an interview on the subject 
of insurance usually determines whether or 
not it is likely to result successfully. If the 
interview is started rieht, in the majority of 
cases the application will be closed, or if not, 


a good opportunity remains to-secure the same 
at an early date. If, however, the interview 
is not well started and in such a manner as 
to secure the immediate interest of the pros- 
pect, there is not only very little hope of se- 
curing the application at that interview, but 
the chances of securing it later are exceed- 
ingly remote. First impressions go a great 
ways and if the very first impression you 
make upon a man is unfavorable, he is not 
often willing to give you opportunities of 
correcting. that first impression.—Illinois Life 
Bulletin. 
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HAVEAHIGHERAIM THAN MERE MONEY. 

The man who works life insurance with no 
other end in view. than to make money will 
never reach the greatest success. To make 
a living is the chief purpose, but one should 
at the same*time have a higher aim than 
merely to get his commission. The men who 
look beyond the mere dollars and cents for 
themselves and see in the future a widow 
saved from penury, a family kept united, a 
girl educated, a boy trained for an honorable 
position in business life, or an old man’s de- 
clining years made comfortable and free from 
care, as. the result of his labors, has an in- 
centive for work much higher and stronger 
than those who are mere money-grubbers. 
Given the same ability and the man with the 
high ideals will make the most money, too. 
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DON’T CROAK. 

The inhabitants of this earth have troubles- 
of their own without listening to yours. The 
general agent or manager under whom you 
work or pretend to work has his troubles, too, 
and there is no occasion for you to add to 
them. If you cannot do business, keep still 
about it. Don’t tell all the world you are a 
failure. The “blues” is a serious disease, and 
it is very contagious. If you cannot be 
cheerful, do not get all the other agents in 
the office in the dumps by croaking. Make 
a bluff at being prosperous any way. ‘The 
rest of the world will like you better 
for it, moreover part of the world 
will believe you are prosperous, and after 
a while you will get to believe 
it yourself, and then you will become 
so or be so. A life insurance man can get 
a reputation as a pretty good writer or a sore- 
head by saying nothing in a judicious manner 
or by complaining injudiciously. You might 
as well get all that is coming for your money 
and as much more as the world will give you. 
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Do your level best; then, if you do fail, you 
will have become stronger for the effort and 
you will have the satisfaction of self-approval. 


Neglected opportunities are responsible for 
a_ gaod deal of misery. Chances to obtain 
life insurance are nat always open. It is an 
unwelcome awakening to find that the applica- 
tion has been signed too late. 


Misunderstanding causes 
funds occasions hardship. 


lack 


have 


of 


trouble, 


You 


.An accurate knowledge of the principles 





some | 


trouble during life, everybody does. but your | 
family may be forced to endure hardship if | 


you happen to die uninsured. 
seriously of the difference? 


Ever think 


ADMITIED ASSETS OF AN 
ABLE LIFE INSURANCE WAN. 


At the annual convention of the Security 
Mutual agents, held at Binghamton, L. K. 
Thompson of Minnesota gave a terse and 
ringing statement of the “Admitted Assets of 
an Able Agent.” He said: 

“Broadly stated, Character is the best asset 
of .an able agent. It is not so much what a 
man says or what he does, important as that 
may be in the long run, as what he is. What 
a man is himself determines more largely 
than anything else the measure of his success. 
I believe we cannot invest too largely in se- 
cusities that are founded on broad culture, 
high intellectual attainments and sound Chris- 
tian principle. ne te 

“Second in value among the assets of an 
able agent I would place: A profound convic 
tion of the beneficence of life insurance; a 
clear conception of how this greatest economic 
force in the world meets the needs of every- 
day life; a practical belief in life insurance as 
the best thing that any man can buy. I 
think that this is so clear that the man who 
does not appreciate the beauties and benefi- 
cence of life insurance had better retire from 
the business. 

“Third in ovr list of assets we would place: 
and 
practices of life insurance. I don’t believe 
it is possible for an agent to know too much 





of the business in which he is engaged. He 
may attempt to tell too much. There is al- 
ways danger that the man of mathematical 


turn of mind may give too much attention to 
the science of life insurance and too little to 
the art of getting applications; but a man 
must, in order to do business and do it suc- 
cessfully, have a clear comprehension of his 
subject. 

“Fourth in the list of assets of an able agent 
I would place Work, the talisman that opens 
the gates to success. It does not matter what 
other attainments the agent may have, there 
is no short road; there is no wholesale 
method; there is no way in which a man can 
achieve that is worthy of the name except by 
work,. by hard work, by continuous work. In 
our department our motto for ten years has 
been: ‘Keeping everlastingly at it brings suc- 
cess,’ and we never had any reason to change. 
It is our motto to-day.” 
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WORK OF AGENCY ACTUARIES. 


In several of the large life insurance offices 
in the big cities, especially those which con- 
trol a good territory and have a number of 
agents, there is an agency actuary emnloyed 
who devotes his time to assisting agents in their 
competitive work. The manager has not the 
time, and in some cases has not the knowledge 
to take charge of this important phase of life 
insurance agency labor. The actuary makes 
up all the competitive illustrations, as he has 
at his fingers’ ends the ins and outs of every 
company. He usually keeps‘in a separate pig 
eon hole the literature and articles, as well as 
the annual figures, of each company. Thus, 
when an agent is brought in competition with 
any company or any of its policies, he has the 
material on which to base arguments for the 
agent. The agency actuary reads all the pa- 
pers and clips from them such articles as he 
believes he may need in the future. He has 
charge also of his company’s local literature 
and gets up articles that will be effective. He 
is really the instructor of the agency, and is 
counted a very valuable man in the work. Of 
course, such an official is only employed in big 
offices ®f companies that pay particular atten 
tion to personal work. 
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“Every minute somewhere in the -world a 
person dies. It is prebable that about as fre 
quently an application for Life Insurance is 


signed. Limitless are the opportunities 


for 
the development of the business,” 
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TENDENCY IN LIFE INSURANCE 
1S 10 WASTE TIME. 


If there is any calling which more than 
others has a tendency to make a man waste 
his time, that calling is life insurance. One 
manager in speaking of some of his men says: 
“They don’t want to call on a business man 
carly in the morning, because he has his mail 
to handle then and a visit would be inoppor- 
tune. By the time the mail hour has passed 
they conclude to go home to luncheon. They 
do not get back till half past one or two, fool 
away an hour or two, conclude it is too late 
to do anything that day and go home. The 
day is gone and nothing is accomplished.” 

To many men soliciting is in itself unpleas- 
ant. They get along well enough affer the 
first plunge—when the interview is fairly on, 
but the start is so disagreeable that they seek 
excuses for a postponement. They waste 
good time going over their list of prospects 
and concluding why one after another should 
not be seen at that time. If a man allows him- 
self to fall into this habit, he diminishes his 
chances of ultimate success each day the habit 
becomes more firmly fixed upon him, The 
business is a bad enough time killer at the 
best. So much time is necessarily consumed in 
going to see men who are absent from their 
accustomed places or who are engaged and 
cannot be seen, that no agent can afford to 
waste. time. 

Col. Collin Ford of Cincinnati tells of an 
agent of the Mutual Life, who used to write 
a wonderful business in that city, much of 
whose success was attributable to his never 
losing time. He came to his office early, 
started out promptly at 8 o’clock with a list 
of prospects he proposed to see, worked 
steadily till noon, took no more than an hour 
for luncheon and rest, and then worked 
steadily till 5 o’clock. He always greeted his 
friends cordially when he met them on. the 
street, but never stopped to “gas” with them, 
walked fast, and gave out the impression that 
he was a busy man. Other busy men preferred 
to do business with a man who would. waste 
neither his own time nor theirs. 

The mere impressing others with the fact 
that one has no time to lose goes far in one’s 
favor. A man who has more work to do than 
he can crowd into a day is not favorably dis- 
posed toward a man who walks as if he were 
going to his own hanging, stops-to talk or to 
gaze wherever an opportunity offers itself, and 
whose general air is that of a man who is 
more anxious for 5 o’clock to come than for 
anything else. 





cs Ss Ss 
SOLICITING LIFE INSURANCE. 

Some life insurance men, especially new 
men, in soliciting become disheartened early 
in the game, and if a prospect does not care 
to give them insurance immediately when he 
is solicited they believe they have failed. 
For instance, an agent will approach a man 
and ask him if he does not care to take some 
life insurance. If he says “no,” the agent 
makes the inquiry as to whether he will not 
take some later on, to which he may reply in 
the affirmative. The agent then tells him to 
advise him when he desires to take a policy 
and the prospect promises to do so. This 
closes the interview. Such work is not solic- 
iting. It never gets an application. A man 
must be convinced that he is in danger unless 
he carries life insurance or that. he is doing his 
family and himself an injustice unless he adds 
to his present quota. The agent needs to do 
some hammering, some explaining and some 
urging. 
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TWO CLASSES OF BUSINESS 
WILL NOT MIX SUCCESSFULLY. 


Life insurance managers, who have had ex- 
perience in handling men who write both 
straight life insurance and investment policies 
of the nature of Iowa bonds, generally agree 
that the two classes of business will not mix. 
They are very much like oil and water. _ The 
Iowa bonds are not life insurance contracts, 
but are forms of investment. The arguments 
that applv to life insurance are hardly appro- 
priate for them and vice versa. A good pro- 








ducer in life insurance who attempts to talk 
bonds finds that his course is being changed. 
He will get switched off from the life insur- 
ance proposition. Managers find it best there- 
fore if their companies sell these two classes 
of contracts to have some agents devote them- 
selves exclusively to bonds and others to life 
insurance. A manager in speaking of the 
subject the other day, stated that his company 
brought out a bond proposition not long since, 
and he placed rate books and literature in the 
hands of his agents. They had been fairly 
good producers of life insurance, but he found 
that the bond proposition tended to demoralize 
his agency in that it switched the agents. from 
life insurance and it was hard to get their at- 
tention back to it. He remarked that the 
bonds were a good proposition for lady agents 
to handle. This seems to bear out the experi- 
ence of a number of managers. Ladies have 
made success in selling these bonds in various 
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GOOD SCHEME TO KEEP IN 
TOUCH WITH THE AGENT'S WORK. 


Manager E. A. Ferguson of the Union Cen- 
tral Life at Chicago has a unique scheme for 
keeping track of the work of his agents and 
also serves an an object lesson to them. He 
has a pine board ruled both ways in parallelo- 
grams. At the left side is the name of each 
agent who is supposed to move along in the 
course from left to right. Along the upper 
side are the names of each month of the year. 
Each man is designated with a pin with a 
paper wing attachment with his name on. 
These pins are moved along each week show- 
ing the race for the end of the year. Each 
agent is given a certain quota each month, and 
the pin is moved along just as he fills his 
quota. For instance, in August some men 
may still be back in April or May, not having 
completed their quota for those months. Oth- 
ers may have completed their gllotment and 
still others may be ahead’ of their allotment 
and the pins are moved forward to Septem- 
ber or October. This is a very good scheme 
and the board is kept tacked to the wall, so 
that the agents can see each month just where 
they are. 

Manager J. L. Ferguson of the Prudential 
in Illinois has adopted the scheme to send out 
to his agents every month by having sheets 
of paper ruled the same as on the pine board, 
with a space for every agency, and the agency 
is designated by a rubber stamp star showing 
his position every week. This is a scheme 


that managers might well adopt for their 
offices. 
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DUPED POLICYHOLDERS. 


Sometimes it happens that a_ well-known 
business man becomes deceived as to his life 
insurance policy which he has taken out. In 
order to get an application, local agents may 
have willfully misrepresented the contract, sell- 
ing a man an ordinary life on the twenty-year 
settlement plan, making him believe it is a 
twenty-pay life. He may have taken a twenty- 
pay life thinking it was a twenty-year endow- 
ment, or he may be deceived in other ways in 
regard to his policy. Some other life insur- 
ance man is quite sure to ascertain the facts 
in the case and chide the man on being de- 
ceived. The business man at first will hold 
out that he knows what he has gotten, but 
if he discovers that he has been cheated he 
is not likely to give a policy to the agent 
who discovered the true facts. A business 
man becomes very embarrassed when he finds 
out that he has been duped. He hates to 
acknowledge the corn, and hence would rather 
give his life insurance to some agent who is 
ignorant of the transaction rather than to the 
agent who made the discovery. It is too hu- 
miliating for the business man to deal with 
the second agent. The wise agents have dis- 
covered this and feel that revealing to a 
business man the fact that he has been duped 
will not get them.a policy. An agent remarked 
the other day that in cases of this kind he 
made it a rule not to inform the man that he 
had been duped, but to get someone else to do 
the informing, and then he would approach a 
man and usually get his policy: In considera- 
tion for the first agent’s work he would make 
a division of commissions with him. 





NEW YORK LIFE’S FINE SYSTEM 
FOR PUSHING AGENTS ONWARD. 


The New York Life has a great system 
for constantly pushing its agents up one step 
ahead. It it a plan that appeals to the agents 
and it is one of the prettiest arguments for 
increasing business. For instance, when a 
New York Life man produces $10,000 a year 
he becomes what the company calls a “‘con- 
tributing agent.” He secures no_ renewals, 
being only paid the regular commission. The 
agency manager then encourages him to write 
$25,000 a year, when he becomes what is known 
as a “standard agent.” When he produces this 
amount he secures 5 per cent renewals for one 
year. If he produces $25,000 he is urged to 
produce $30,000, when he gets 10 per cent re- 
newals on the first year’s premiums.” lf 
a man writes $30,000 he is pushed to write 
$35,000, when he gets 15 per cent renewals. 
Then he is pushed into the $40,000 class, when 
he gets 20 per cent renewals. By the time 
he arrives at this point the advantages of the 
Nylic are shown to him and he is urged to 





- become a Nylic, which means that he must 


produce $50,000 a year. After he becomes a 
Nylic the agency manager then begins strenu- 
ous efforts to get him into the $100,000 club, 
and then finally if he is a good producer he 
tries for the $200,000 club. Thus if a New 
York Life agent has the right kind of stuff in 
him he is gradually moved along step by step, 
with greater inducements held out before him 
all the time. 

As is known the New York Life aims to 


encourage producers of big policies by a graded 


system of commissions. If a man _ writes 
$1,000 policies he gets 40 per cent; $2,060, 45 
per cent; $3,000, 50 per cent; $4,000, 55 per 
cent ; $5,000 and above 60 per cent. 
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TAKES UP WEAKNESSES. 


An experienced general agent says that he 
always takes up the weak points in his com- 
pany’s contract first in cases where he ex- 
pects competition. He says all that he can 
in their favor and treats them as if they were 
advantages. Then -when they are assailed the 
assault loses much of its force. He finds it 


much easier than to attempt to meet an attack 
on them. 





AMERICAN CENTRAL LIFE. 


We wish to call attention to the advertise- 
ment of the American Central in this issue. 
The company has been operating since its 
organization, some five years ago, under the 
Legal Reserve Compulsory Deposit law of 
Indiana, which is regarded by insurance ex- 
perts as affording equal security to its policy- 
holders of that of any State. 

The point in connection with this company 
that will probably appeal to field men, is the 
fact that the superintendent of agencies, C. P. 
Williams, is a practical field man himself, hav- 
ing been associate state agent of the John 
Hancock for Indiana for over eleven years, 
during which time a business and agency or- 
ganization was built up for that company not 
equaled by any other company in that State, 
all things considered. Mr. Williams has 
proven himself a successful manager and field 
worker. 

Charles E. Dark, vice-president and or- 
ganizer of the company, while an actuary and 
thoroughly trained business man, is also an 
experienced field man, a large per cent of the 
business on the company’s books having been 
procured through his own personal writing 
and work with the agents of the company. 

Mr. Dark is the leading spirit in outlining 
the policy of the company, looking to the 
rapid extension of its field operations, pre- 
pares the policy contracts and in so doing is 
the better able through his own experience 
to anticipate objections urged by the pro- 
spective insurer and to meet them, to furnish 
the agents of the company the selling article 
that will attract and interest. ; 

These two men having in charge the agency 
interests of the company are prepared through 
an extended experience to be able not only 
to appreciate the work of its agency force, 
but to anticipate the things they are likely to 
have to contend with in every day work, and 
the better able to help by way of suggestion, 
personal contact and otherwise, a combination 
seldom fornd in home office officials. 
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ANALYSIS OF A POLICY CONTRACT. 








One of the recently devised non-forfeiture 
plans is illustrated in the Yearly Bond Con- 


tract of the Mutual Life Insurance Company: 


of New York. It is interesting to compare 
this plan with the early provisions as to for- 
feiture of-policies for non-payment of premi- 
ums. What is known as the non-forfeiture 
system was introduced with the ten-payment 
life policy in 1859. Prior to that time, all 
policies became void upon the non-payment of 
premiums. ~Non-forfeiture provisions were 
subsequently applied to other plans, and were 
also required by legislation in a number of 
States, beginning with the law of 1861 in Mas- 
sachusetts. 

In some cases the non-forfeiture is auto- 
matic, the policy remaining good for extended 
insurance or for paid-up insurance without sur- 
render. In other cases, the policy must be 
surrendered within a limited time to secure 
the benefit of the non-forfeiture provisions ; 
under this requirement the policyholder is al- 
ways in danger of losing, by non-payment of 
a premium, the non-forfeiture benefits earned 
by previous payments. In some recent con- 
tracts, as in the policy above mentioned, this 
danger is obviated by issuing a supplemental 
contract for each step in the non-forfeiture 
benefits, this supplemental contract being there- 
after independent of any disposition that may 
be made of the original contract. 

The sample contract now under examina- 
tion is for $20,000, at age 35, for which the 
company receives an annual premium, during 
the entire 20 years, of $1,212, as the considera- 
tion for a series of twenty bonds; each bond 
of the denomination of $1,000, payable in gold 
coin, twenty years from the first interest date 
following its delivery, with interest from the 
date of delivery at the rate of 3% per cent per 
annum, payable semi-annually. 

The first bond is delivered upon payment 
of the second premium, and a similar bond 
upon payment of each subsequent premium— 
the nineteenth bond upon payment of the twen- 
tieth premium, i. e., at the beginning of the 
twentieth year, the twentieth and last bond 
at the end of the twenty years, whereupon the 
original or preliminary contract ceases, but, of 
course, the bonds continue thereafter until ma- 
turity, at the end of twenty years from their 
respective dates. If the insured dies before 
the completion of the preliminary contract, the 
undelivered remainder of the twenty bonds are, 
upon proof of his death, delivered to the benefi- 
ciary. 

Valued on a 3% per cent basis, at date of 
delivery, each bond may be regarded as the 
equivalent of $r,coo paid in cash at that time. 
The benefits under this contract may thus be 
treated as a series of endowment insurances, 
each for $1,000, the first payable in one year 
or at prior death; the second in two years or 
at prior death, etc.; the last in twenty years or 
at prior death; this view of the contract is 
not affected by the fact that the proceeds of 
each endowment, at maturity, are deposited 
with the company, as a trust fund or bond, for 
twenty years longer, at 3% per cent interest. 

But, instead of each endowment being sub- 
ject to the payment of an independent annual 
premium, ceasing at the maturity of that en- 
dowment, the consideration for the entire 
series is commuted into twenty equal annual 
premiums, payable during the continuance of 
the preliminary contract. 

Failure to pay premiums does not forfeit 
or.in any way affect the bonds previously is- 
sued. For these, upon delivery, as suggested 
above, become independent of the preliminary 
contract. 

It will be noticed that the first bond is to 
be delivered upon payment of the second pre- 
mium, or, in other words, two annual premi- 
ums are payable before the delivery of the 
first bond. This is a necessary precaution, as 
the ‘heaviest insurance, $20,000, is carried dur- 
ing the first year; so that tl first of the equal- 
ized premiums, after meeting the first year’s in- 
surance cost. is insufficient to provide for the 
first bond; the 3% per cent reserve value of the 
contract at the end of the first year being only 
about $940, which must be supplemented by a 





portion of the second premium before the 
company can afford to assume its obligations 
under the first bond. 

After payment of the second premium and 
delivery of the first bond the insurance dur- 
ing the second year is $19,000 (the undeliv- 
ered balance of the 20 bonds) ; this effects a 
further reduction in the reserve value to about 
$884 at the end of the second year, requiring 
a still larger proportion of the third premium 
to meet the second bond. The terminal values 
thus decrease until the twelfth year, when the 
value is about $596; by this time the previous 
delivery of bonds has reduced the insurance 
and its cost, so that thereafter the reserve 
values increase until the end of the twentieth 
year, then reaching $1,000, the amount of the 
last bond; but at no previous time do*s the 
terminal value of the preliminary contract 
reach this amount, hence the necessity for con- 
ditioning the delivery of each bond upon pay- 
ment of the premium next in number. 

In case of default in payment of the fourth 
or any subsequent premium the preliminary 
contract is automatically extended as paid-up 
term insurance for two years and eight months 
from the date of such default. At first sight 
this term seems short, but this is accounted 
for by the comparatively small reserve value, 
as explained above. The cenditions of the 
extended insurance are that the undelivered 
remainder of the 20 bonds shall be delivered 
only in case of death during such extended 
period ; otherwise the preliminary contract then 
lapses completely, leaving no outstanding obli- 


gation, except for such bonds as were deliv- 
ered before default. 
The uniformity of this term of extended 


insurance is noticeable, the term being the same 
incase of default at any time under the same 
contract ; this term seems to be somewhat ar- 
bitrary, as its values do not follow very closely 
the variations in the reserve values of the 
original contract. However, it must be con- 
sidered that this applies only to a portion, com- 
paratively small, of the company’s entire obli- 
gation; which consists of not only this prelim- 
inary contract, but in addition the total amount 
of the supplemental contracts already delivered, 
approximating in value $1,000 apiece. 

For convenience, in the above illustrations, 
we have based values on the assumption of an- 
nual interest. The computations are slightly 
modified by the fact that the bonds bear semi- 
annual interest, so that the present value of 
each bond at the date of delivery would be 
about $1,004.35 instead of $1,000, and the other 
values should be proportionately increased. 
The net 3% per cent premium to secure 

20 bonds of $1,004.35 each is.... tes 077.76 
A 12% per cent loading would be. z. 134.72 

Making the gross or office pre- 
NE “in, Fash. etd Soea ice ee $1,212.48 

This approximates the company’s published 
rate, $1,212. The published rates at all ages 
are likewise in even es and onthe basis 
of a $20,000 contract—i. for twenty bonds 
of $1,000 each; all are loaded about 12% per 
cent. 

The contract is nonparticipating. 

The premiums at other ages keep close to 
$1,200 until after the age of 40, being $1,189 
at age 21, and $1,233 at age 40; then they in- 
crease more rapidly until age 55, when the 
rate is $1,454. 

The term of extended insurance also varies 
with the age of issue, being uniformly three 
years for all ages from 21 to 31; then decreas- 
ing until at the 55 the term is one year. 

The reserve value of the preliminary contract 
at the end of each year is shown in the follow- 
ing table, also the reserve value or single pre- 


A CAPABLE MAN 


Can obtain some excellent outside territory in 
Illinois or Wisconsin for 


THE PROVIDENT SAVINGS LIFE of. New York 
E, W. SCOTT, President. 


H. E. MARSHALL, Supt. Northwestern Dept , 
1301-6 Monadnock Bldg., Chicago. 








mium for the extended or paid-up term insur- 
ance. 
34 per cent bh, 
reserve, 
preliminary 


per cent 
reserve, 
extended 








Year, contract. insurance. 
aie me as bees adhee 940 itn 
owas )vew lod ome Ve SS4+4 es 
Dreu.Japk wkaw Sawn « 832 $427 
eWiesaeg tebe bes 784 412 
GNives's cesarean wus 741 396 
hs theta kar oaeud 703 380 
Wéd% SS ekaecs wean: 5 670 364 
Dd 6b 0:9 6:0 oe 2s ova oe 642 347 
Dine td-<o eaes 620 331 
Wl ictcts tha tanéa 605 314 
Ey haat hes deo wet us 507 
a Oded onset ooses 596 
| eS A oe Da 604 
Dinas cbdrsbhse ictus 2 621 
BDA o0b 4 dian oh 99's 04 648 : 
‘ 
Micd d 6 poate des sewer 687 189 
RB Geiss th,d'0b odes bs 740 , 160 
BB acde ceed 0c cwss Sos S07 128 
Di atas«shiasade<e 893 91 
DO wid stine Sons nkees. 2 ae 


The above values are based on annual inter- 
est (each bond $1,000) and are subject to 
slight modifications for the increased vaiue of 
the semi-annual interest as heretofore ex- 
plained. 

In the above comments the preliminary con- 
tract has been considered apart from the de- 
livered bonds. It may also be interesting to 
notice the following exhibit, in which all con- 
tracts, preliminary and supplemental, are con- 
sidered as one transaction in the case of the 
policyholder who survives the full endowment 
term. The statements of net original outlay 
and of subsequent income disregard the inci- 
dent of delivering bonds or the distinction be- 
tween premiums paid and interest received, the 
difference between the two last being treated 
as net outlay. 












(2) (3)=(1)-(2) 
Interest Net 

(1) received outlay (4) 
Premiums during year during each Bonds 
paid at —i.e., prior to premium- issued af 
beginning delivery of paying beginning 
Year. of year. next bond. year. of year. 
$1,212 a © te $1,212 STS 
1,212 4 $ 35 1,177 $1,000 
1,212 70 1,142 1,000 
1,2 3 105 1,107 1,000 
1,212 140 1.072 1,000 
Bes 1,212 175 1,037 1,000 
oe 1,212 210 1,002 1,000 
S...- 1,312 245 967 1,000 
D.<6s, eee 280 932 1,000 
10 1,212 g15 897 1,000 
Bi. 1,212 350 862 1,000 
12 1,212 385 827 1,000 
13 1,212 420 792 1,000 
14. 1,212 455 T57 1,000 
415.. 1,212 490 722 1,000 
16. 1,212 525 687 1,000 
sz. 1,212 560 652 1,000 
i8.. 1,212 nos 617 1,000 
8D... -heee 630 5R2 1,000 
2. .. 1,212 665 547 1,000 
(21). vie ’ 1,000 
(6)= 
(2)+¢5) 
(2) (5) Total cash 
Interest Bonds received 
received redeemed at during last 
during beginning twenty 
Year year. of year. years. 
6 Ore rr $700 $1,000 $ 700 
eS ee 665 1,000 1,665 
ng cases shdes 630 1,000 1,630 
ibs dpe esd dctaw 595 1,000 1,595 
Tile cit Ctetests 560 1,000 1,560 
525 1,000 1,525 
490 1,000 1,490 
455 1,000 1,455 
420 1,000 1,420 
385 1,000 1,385 
350 1,000 350 
315 1,000 1,315 
280 1,000 1,280 
245 1,000 1,245 
210 1,000 1,210 
Rls. ceien ae bigs 175 1,000 1,175 
Dus Poiesseses 140 1,000 1,140 
Pare 105 1,000 1,105 
i ndees cubes 70 1,000 1,070 
BD, war's 09 Fe 00 35 1,000 1,035 


The above must be regarded, however, as 
a partial view, not as a fair comparison of the 
two sides of the account; but only as the actual 
outgo and income of one who survives the 
full term. It takes no account of the temporary 
insurance (for the amount of undelivered 
bonds), a benefit of comparative large value 
during the earlier years, nor of other contin- 
gencies dependent upon the life of the person 
insured. 


se s&s & 
“As the lighthouse protects the mariner, so 
does Life Insurance safeguard the family— 
steadily, faithfully, constantly.” 
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ENDOWMENTS HAYE “THEIR PLACE 
IN THE COMPANY OPERATIONS. 


A good many life insurance men have a 
feeling against endowments. - The idea of pro- 
tection has so strong a hold upon them that 
they cannot help feeling regret at seeing a man 
with a limited amount of money annually 
available for life insurance buy with it so 
little protection as he does in an endowment 
policy. They figure that he is buying term 
insurance, which by itself is cheap, and mak- 
ing large deposits for investment, which will 
be forfeited in the event of his death before 
the maturity of the endowment. 

in that view one very important matter is 
lost sight of. To be sure, a man would be 
‘ ahead if he were to buy term insurance and 
then deposit his investment funds with some 
good bank or trust company, where his sav- 
ings would be added to his insurance in the 
event of his death instead of being absorbed 
in the insurance. But how many men will 
do this? Not one in ten. In more than nine 
cases out of ten the man who undertakes it 
will find himself at the end of,twenty years 
with an expired term policy and nothing more. 
The deposits have been withdrawn from the 
bank in some time of stress, or to satisfy some 
present desire, and the memory of a trip some- 
where, some battered furniture or wornout 
clothes, or worthless mining stock, or pro- 
tested paper is all he has in place of the good 
money he would have had if he had taken an 
cndowment policy. 

In no other way can a man as certaifily pro- 
vide against want in his own old age and that 
of his wife as in endowment insurance. Once 
started he must continue to pay his premiums 
or suffer loss. The dislike of losing part of 
what he has paid makes him put forth the nec- 
essary effort, and in time the date of matur- 
ity rolls around and he has in money what 
would have been gone but for his endowment 


policy. 
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OVERHEAD WRITING. 


Companies have different methods that they 
follow regarding privileges allowed local agents 
in writing business in the territory assigned 
them. In this regard life companies are not 
as stringent as‘are the fire companies. A fire 
insurance agent thinks that his territory should 
be carefully guarded, and his company is sure 
to hear from him if there is any overhead 
writing. It can be said that many of the life 
companies now are beginning to awaken to 
the fact that their agents should be better 
protected. In many cases, however, an agent 
of a life company can go into any field and 
write business if he can procure it, and it goes 
to his own account. The days of the executive 
special, traveling over the country, and enter- 
ing any field, thus competing against the com- 
nany’s regular agents, is about ended. The 
general rule is now that an agent can go into 
the territory of another agent and write busi- 
ness with the consent of the agent having the 
territory, but the vusiness must be placed 
through the office whose jurisdiction extends 
over the territory. The agent writing the busi- 
ness is given a brokerage and the renewals go 


*back on a sub-standard basis. 





to the territorial office. The Penn Mutual has 
a rule requiring the business to be placed 
through the office where the applicant is ex- 
amined. It is very strict regarding rights of 
its agents in respect to territory. It does not 
allow invasion of the territory without the 
consent of the resident agent, and if the ap- 
plicants are examined in his field he shall have 
the benefit of the business. This regarding 
of the rights of agents by the companies is 
being received by the former. with consider- 
able pleasure, because they feel they are more 
protected than they have been in the past. 
It is likely that more attention will be paid to 
this phase of the business now than before. 


ss oS 
TWISTING OF LIFE AGENTS 
HAS GREATLY DIMINISHED. 


There is not nearly so much twisting of 
agents from one company to another in the 
life insurance business as was the case a few 
years ago. General agents and agency man- 
agers are convinced that the best way to build 
up an efficient agency force is to recruit men 
from other walks of life and train them up in 
the methods of their company. It is more 
satisfactory to take a man new in the business 
and develop him along lines that are desired 
instead of having to make him over after he 
has been in the employ of another company. 
Some companies still show a tendency to seek 
agents of other companies and offer them 
greater inducements. They allow other com- 
panies to do the training and then they try 
to switch them over into their lines. The 
diminution of this sort of agency work, how- 
ever, is encouraging. An agent who ‘allows 
himself to change in this way very probably 
loses in the long run. It is well to stick to one 
company unless conditions are such that it 
seems desirable from every standpoint to make 


a change. 
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SUB-STANDARD POLICIES. 


Agents of life companies which write sub- 
standard business find that when a policy- 
holder makes application for insurance on a 
regular plan and the company changes. him 
to another plan on account of some impair- 
ment or family history, the policy is quite sure 
to be delivered on the new plan. An applicant 
does not relish being rejected by a life insur- 
ance company, and owing to the fact that the 
company will not write him on its regular 
plans but charges a higher rate, puts a lien on 
the contract, or otherwise adjusts the case, he 
becomes fearful of his future and therefore 
thinks it would be best to take a sub-standard 
policy. Agents of the Equitable, New York 
Life or Metropolitan, fot example, in solicit- 
ing an applicant, may think the he will pass 
muster all right and then have the policy sent 
It is then nec- 
essary to talk again with the assured and ex- 
plain the action of the company. 


s+ SF 
“He who waits to do a great deal at once 
will seldom do anything at all.” 








DIVIDENDS ARE AFFECTED BY 
INCREASE IN RESERVE BASIS. 


Some agents have often expressed surprise 
that when a company went on a higher re- 
serve basis, for example, from 4 per cent to 
3 per cent, that its dividends on new business 
should decline. If the premiums were in- 
creased proportionately when a company 
changes its basis, the dividends should re- 
main the same. Most companies, however, 
do not increase their dividends in the same 
proportion. There may be the same flat in- 
crease. so far as amount of money is con- 
cerned, but the percentage increases are not 
in proportion. Some companies in changing 
their rates provide that some of the reserve 
shall come from the expense loading. If the 
premiums have not been increased propor- 
tionately when a company goes from a 4 per 
cent to a 3 per cent basis, there will not be 
the same. amount left for dividends. There 
is a greater mortality element in the higher 
reserve, but the saving in this naturally would 
increase dividends. It is not enough, how- 
ever, to overcome the loss owing to the pre- 
mium not ‘being increased proportionately. 


In the older years of the policy dividends 


should be higher on a 3 per cent basis than 
on a 4 per cent, as there is more reserve, and 
hence a greater principal for compound in- 
terest to work upon. The interest feature in 
the early part of the policy does not amount 
to much, as there is such a small principal. 
Dividends, therefore, in the long run, should 
~~ up, whether on a 4 per cent or 3 per cent 
asis. 

To illustrate by an example why dividends 
are lower during the early part of the policy, 
take the Northwestern Mutual Life. The old 
rates of the Northwestern on a 4 per cent 
basis on a twenty-payment life policy, at age 
thirty-five, are $35.01; the net annual premium 
at that age is $26.32. The loading is $8.60. 
The premium on a smaller policy on a 3 per 
cent basis is $37.80. The net premium is 
$29.27, leaving a difference of $8.53. It will 
be seen that the loading, therefore, is not in- 
creased in proportion, and there will not be 
the same amount to go to dividends. 


5 Se SH 
BROKERAGE BECOMING MORE COMMON. 


Some of the best conducted general agencies 
now have no renewal contracts with solicitors. 
Having been handicapped by their inability 
to meet the commissions paid by some of the 
other companies, general agents of the low 
commission companies frequently commute 
one or two or the renewals they would have 
offered solicitors and offer them a very good 
brokerage contract. Frequently under this 
arrangement, the general agent gives as much 
as ten per cent more than he receives the first 
year, taking his chances on getting his money 
back and making profits out of his renewals. 
It requires capital to do this, but it enables 
the general agent to get agents more readily, 
and is more satisfactory to most agents, as the 
majority do not stay in the business long 
enough to get renewals. 








WANTED 


lines: 











Five Year Renewable Contract. 

More Than Liberal First Year’s Commissions. 
Seven Per Cent. Renewals. Continuing Until Contract Is Terminated. 
Two Years’ Extra Renewals in Case of Death or Disability. 


The Company will also pay office rent for a general agent and will pay his traveling expenses for the first year. 


THE COMPANY WRITES MODERN POLICIES. 


IT HAS VERY HIGH INTEREST EARNINGS AND AN UNEXCELLED DIVIDEND RECORD. 
REPUTATION FOR HONORABLE MANAGEMENT. 


OPPORTUNITY FOR THE RIGHT MAN TO ESTABLISH A COMPETENCY FOR LIFE. 


Address W. G., care Western: Underwriter Co., 517 Johnston Building, Cincinnati, Ohio. 


A western Old Line Life Insurance Company wants a man to act as 
General Agent for Cincinnati and surrounding territory. 


Company will make a good writer a proposition along the following 


IT ALSO HAS A SPLENDID 
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ISAAC T. MANN, Pres. M. 8. PENDLETON, Secy 


PRUDENTIAL 


FIRE INSURANCE CO. 
TAZEWELL, VIRGINIA, 


Will write pure:y surplus lines at full tariff rates throughout 
the United States. 


LONDON GUARANTEE AND AGCIDENT 60. 


(LIMITED) 
oF LONDON, ENGLAND. 


HEAD OFFICE—MANHATTAN BUILDING, 
CHICAGO, ILL. 


A. W. MASTERS, GENERAL MANAGER. 





Individual Accident, Employers, General Lia- 
bility, Workmen's Collective, Eleva- 
oa Sek |i, Sa tor and Teams Insurance. 
ORGANIZED 1869, 
CONKLING, PRICE AND WEBB, CHAS. L. RAYMOND, 
Gen’! Agents [Ilinois, Missouri and Indiana. { Gen’! Agent Michigar, 1229 Majestic Bidr., 
New York Life Building, Chicago. a®a Detroit. 





THB SPRINGFIELD UNDERWRITERS 
MUTUAL FIRE INS. CO. 
SPRINGFIELD, O. 


LINES TO ASSURED 
LARGE Si asdomean TO AGENTS M E A N 
Agents wanted in every Ohio County seat. Surplus lines solicited. 
Write for folder ‘Profit Sharing in Fire Iusurance,” 





FiRE AND TORNADO INSURANCE. 


CHICAGO BRANCH, 184 LA SALLE STREET. 


Is Accident 
and Health 


ng Policies. 
Large Benefits. Low Rates. Best Commissions. 





KIMBALL C. ATWOOD, Sec’y, 290 Broadway, New York. 











C. H. Bunker, President 


FRANKLIN H. HEap, Vice-President 
A. A. SMITH, Secretary 


H. G. B. ALEXANDER, 2nd V-Pres. & Gen. Mer 


Continental Casualty Company 


CAPITAL STOCK $300,000.00 
ACCIDENT AND HEALTH INSURANCE 
Ceneral Offices: CHICACO 


Policies are Protected by more than One Million Dollar Assets 
Over #5,000,000 paid in claims to 175,000 of our Policyholders 
Good Contracts in Good Territory to Good Men. 
PRODUCERS ADDRESS 


H. G. B. ALEXANDER SccGinersi‘wenscer 134 Monroe St., Chicago 




















The Pennsylvania Casualty 
Company, SCRANTON, PA. 





CASH CAPITAL, $200,000. 
INCORPORATED 1899. 





OUR AGENCY MEANS TO YOU: 


A Top Notch Commission. 

A variety of policies with conditions reduced to a 
minimum, and bristling with the most attractive special 
benefits, supported by literature, artistic and catchy. 


A Company constantly on the alert to promote your 
interests. 





ACCIDENT, HEALTH AND LIABILITY INSURANCE. 
SEE OUR. POLICY PAYING CASH PREMIUM DIVIDENDS. 





M. G. NICHOLS, Supt. of Agencies. 


L. W. NOYES, President. E. C, BRAINARD, Secretary. 


THE MUTUAL LIFE 
Insurance Company of Illinois 


Cordially invites communications from reliab!e, energetic men of extensive 
acquaintance, with or without life insurance experience, with a view of em 


ployment 
As District Managers 


under liberal contracts, providing liberal compensation for an extended 
period, Address 


ROY M. MARSH, Superintendent of Agencies, 
Merchants’ Loan and Trust Bullding, CHICACO, ILLINOIS. 








The Indianapolis Fire Insurance Company. 


Capital paid up in cash, - $200,000.00. 
JOHN H. HOLLIDAY, President. H. C. MARTIN, Secretary, 


Summary of Annual Statement, December 31, 1903. 
Gross Assets 
Reserve for unearned premiums........... $161,005.92 
Reserve for unpaid lo 15,611.00 
Reserve for all other liabilities 1,156.36 
Total liabilities except Capital Stock........ $177,77 
Capital Stock 
Surplus over Capital Stock and all other liabil- 
ities 104,784.32 
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Orient Insurance 
Com pany Of Hartford, Conn. 


CHARLES E. DOX, Manager. F. A. MEINEL, Agency Supt. 





WESTERN DEPARTMENT 


New York Life Building - Chicago, Ill. 
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OFFICERS: 
ALEXANDER D. HANNAH, Prest. 
DAVID HOGG, Vice Prest. & Treas. 
A. W. HANNAH, Asst. Treasurer. 
JOHN C. EVERETT, Secretary. 


Theos sans py 





yes ape emt aa Se 
HOME OFFICE: CHICAGO, ML. 





DIRECTORS: 
ALEXANDER D. HANNAH. 
DAVID HOGG. 

JULIUS KESSLER. 

W. L. DOGGETT. 

JOHN G. CAMPBELL. 
EDW. F. KEEFER. 











A. J. SALOMON, Ass’t. Secy. 


INCORPORATED UNDER THE LAWS OF ILLINOIS. 





LICENSED APRIL 14, 1903. JOHN C. EVERETT. 








NEWBURGER AND CO., Gis; Coplay oe eT 159 LaSalle Street, 
MANAGERS. Surplus to Policyholders, - $152,525.67 CHICAGO. 





















b @,. WESTERN \G 
[+] ou cy 


Gays » 


HANDLERS OF ALL KINDS OF 


FIRE and MARINE SALVACE. 
PRINCIPAL OFFICE : SOUTHERN DEPARTMENT : 





Nos. 207 and 209 No. 1005 
MADISON STREET, WASHINGTON AVE., 
CHICACO. ST. LOUIS. 


LONG DISTANCE TELE. 
PHONE, MAIN 275. 





1. F. SMALL, Superintendent 
BELL TELEPHONE, 3081. 














PROVIDENT LIFE AND TRUST CO. 


OF PHILADELPHIA. 


INSURANCE IN FORCE, - - - - - 
ASSETS, = aad ad = - - a ~ = = 


$,!59,548,435.00 
51,151 561.98 


In everything which makes Life Insurance perfectly safe, moderate in 
cost, and suitable to the needs of insurers the PROVIDENT is unexcelled. 

Evidence of the skilful and faithful management of this Company is 
found in its exceedingly low expense rate, and the remarkably favorable 
rate of ay oe For the full period of its existence, the death rate has 
been only .61 of the rate indicated by the authoritative tables. 


Correspondence with Agents Solicited. 


WILLIAM D. YERGER, General Agent, Western Ohi 
312 — Trust Bullding, Cincinnati, Ohie. 
S. S. SAFFOLD, General Agent, Eastern Ohi 
706-710 Garficia Building, Cleveland, Ohio. 
JAMES W. JANNEY, General Agent, 


325 Marquette Building, Chicago, Ill. 
BASSETT & REESB, General A 5 
44 Home Bank Building, Detroit, Mich. 





THE ANCHOR FIRE INSURANCE COMPANY 


228-230 W. FOURTH STREET, CINCINNATI, OHIO. 


CAPITAL . + « -« 
ASSETS _.. 


SURPLUS TO POLICYHOLDERS .. . 


JUDGE M. DONNELLY, President. 


$200,000 
; 475,574 
232,853 


F. D. PRENTICE, Vice-President. 


WILLIAM WOOD, Secretary and General Manager. 








a RELIANCE 


YG) | LIFE INSURANCE COMPANY 
of Pittsburgh, Pennsylvania 













JAMES H. REED, President 









ASSETS OVER 
B2,000,000.00 


Managers and strong individual life underwriters seeking 
territory 


Address A, F. MCDONALD, 34 Vice-Pres. 









THEMINNESOTA MUTUAL LIFE | 
INSURANCE COMPANY, 


OF ST. PAUL, MINN. 


Offers to competent and active young gentlemen, 
whose antecedents will bear investigation, very 
liberal renewal commission contracts for exclusive 
management of most productive territory. Its policies, 
rates and guaranteed settlements, in connection with 
its financial strength, always win in competition. 

















T. R. PALMER, President. 
J. A. O'SHAUGHNESSY, 2d Vice-President and Field Manager. 
DOUGLAS PUTNAM, Secretary. | 

H. W. COCHNOWER, Assistant Secretary and Actuary. 














